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0A) MERICAN 


e-Insurance Company 


ROBERT C. REAM, President 
67 Wall Street, New York 


Financial Statement as of December 31, 1934 


ASSETS 





Bonds $4,412,842.19 
U. S. Government $1,180,394.06 
Municipal 1,311,491.25 
All Other 1,920,956.88 
Stocks 2,7 18,495.00 
(Valuations on N. Y. Insurance Department Basis) 7.131.337.19 
Cash 355,705.41 
Mortgage Loans (N. Y. City Real Estate) 210,130.00 
Real Estate (N. Y. City) 37,791.62 
Premiums Not Over 90 days Due 133,073.32 
Accrued Interest 55,797.56 





$7,923,835.10 





LIABILITIES 











Workmen’s Compensation and Liability Legal Loss Reserve $1,966,185.95 
Reserve for Other Losses and Claims 
(Reported and Unreported) 724,415.18 
Unearned Premium Reserve 952,652.27 
Commissions Payable 37,298.42 
Reserve for Taxes, Reinsurance, etc. 120,180.00 
Contingency Reserve 48,127.58 
Voluntary Catastrophe Reserve 500,000.00 
Capital Stock 1,000,000.00 
Surplus 2,574,975.70 
$7.923.835.10 
Contingency Reserve. represents difference between value carried in assets and actual December 31, 


1934 market quotations on all bonds and stocks owned 
Note: Securities carried at $739,222.50 in the above statement are deposited as required by law 
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tHe OCEAN ACCIDENT & GUARANTEE CORPORATION {7D 


RCIAL o yi} (0 ci 


y Vence Lt KES 
g)) ean aan 
COLUMBIA CASUALTY COMPANY UNION ASSURANCE SOCIETY. LIMITED 


CHE PALATINE INSURANCE COMPANY LTD tare COMMERCIAL UNION FIRE INSURANCE COMPANY 
THE CALIFORNIA INSURANCE COMPANY 
ATLANTA SAN FRANCISCO 


a] 
“Com MERCIAL UNION ASSURANCE COMPANY. LTD. ey 
AMERICAN CENTRAL INSURANCE COMPANY 


CHICAGO 


(STOCK COMPANIES) 


NEW YORK 


UNITED STATES RESOURCES AS OF DECEMBER 31, 1934 


AS FILED WITH THE NEW YORK INSURANCE DEPARTMENT 





Excess of Market 
Value of Bonds 
and Stocks Over 
Insurance Com- 


ASSETS 
With Bonds and LIABILITIES 
Stocks Valued on Jess Contingency 


SURPLUS TO 
POLICY 


HOLDERS LOSSES PAID 


TO DATI 


Basis Approved RE missioners’ Values »n Market Value 
by the Insurance or Basis 
Commissioners Contingency Re- 

serve 





COMMERCIAL UNION 
ASSURANCE CO., LTD. 
U.S. Branch) 


$12,219,595 $5,999,298 * $61,307 $6,158,990 $155,557,363 








greener yen 7,054,246 3,097,547 + 113,710 4,070,409 67,586,623 
"a a 5,181,517 1,882,231 * 111 3,299,175 20,255,734 





THE PALATINE INS. CO. 
LIMITED (U. S. Branch) 


3,486,184 


1,566,964 


164,648 


2,083,868 


37,708,418 





THE COMMERCIAL UNION FIRE 


3,005,089 


1,045,652 


85,780 


1,873,657 


14,863,405 








INS. CO. OF NEW YORK 





UNION ASSURANCE 
SOCIETY, LTD. (U. S. Branch) 


2,698,373 1,269,617 + 16,297 1,445,053 16,229,210 





THE BRITISH GENERAL 
INS. CO., LTD. (U. S. Branch) 


1,221,982 479,781 + 62,309 804,510 4,557,449 





THE OCEAN ACCIDENT AND 
GUARANTEE CORP. LTD. 
U. S. Branch) 


16,784,290 12,839,096 + 255,071 4,200,265 132,409,730 





COLUMBIA CASUALTY 5,677,834 2,749,874 * 68,636 2,859,324 25,878,050 





+ Excess of market value of 
bonds and stocks over Insurance 
Commissioner's values. 


* Contingency Reserve repre- 
sents difference between value 
carried in assets and actual De- 
cember 31, 1934, market quota- 
tions on all bonds and stocks 
owned. 


HOME OFFICES 
ONE PARK AVENUE 
NEW YORK, N. Y. 
Note: Included in the assets listed above for each of the companies are the values 

of the securities deposited with officials of various States. 


ONE OF THE LARGEST FIRE, MARINE AND CASUALTY GROUPS IN THE 
UNITED STATES 


A BULWARK OF PROTECTION TO INSURED AND AGENTS 


THESE COMPANIES WRITE PRACTICALLY ALL CLASSES 
OF INSURANCE, EXCEPT LIFE 
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THE EUROPEAN GENERAL 


REINSURANCE COMPANY, Ltd. 











Twenty-Fourth Annual Statement United States Branch 
December 31st, 1934 


ASSETS LIABILITIES 


r ~ > 7c r . 1 1 
Government Bonds $ 1,789,758.66 Reserve for Losses (other 
Municipal Bonds 702,904.80 than Liability) $ 3,144,299.14 
: . syns seein. Hoe Caneee tl te 
Xailroad Bonds +, 34.00; iu Reserve = gal ASSES nol »_ aan =e =e 
Sg ieugies bility & Compensation) 3,347,!171.75 
lic Utility Bonds 3,41 2,485.45 Reserve for | ) 
eserve for Unearned 
Vliscellaneous Bonds 6/,/02.40 Premiums 3,83 1,382.76 
Xailroad Stocks 371,200.00 Reserve for Commissions / 50,038.46 
een Bette Gancke 135 809.00 Reserve for Taxes and 
: 95 072.00 other Expenses . 370,837.42 
Vliscellaneous Stocks $95 .0/ 5.00 ' 
Viortgage Investment Re- 

, serve .. 75,000.00 
ee 18 803 O4 , “o » dane ame 
veal Estate U'wned 70,0 7 Special Reserve 041,799.17 
Mortgages 59,630.00 





$12,560,528.70 





° 27> > Deposit 
$12,677,464.95 


~apital .$!.000.000.00 


is! anks id in Sa reles 
Ve: ri. ,°° a 
ince PART aia »ver Lia- 
res \ Cc 28,7 9 26 bi it ties 
J T) 
r ims in se of ind DVe- 
a te ae 
‘ n ver 90 ie , 
_apital 900,000.00 
lavs j } Si i~ 





All ctlkee Aeostn 31,830.18 Surplus to Policyholders. 2,500,000.00 








$15,060,528.70 $15,060,528.70 


Jn the basis of December 31st, 1934 market quotations for all bonds and stocks 
»whned this company s totai admitted assets wouid De increased by $172,007.24 
. > 7 

$876.863.7 ? le Dev statemen ire ieposited State 


Yepartments as required by law 





CASUALTY, FIDELITY AND SURETY REINSURANCE 


THEODORE L. HAFF CLARENCE T. GRAY 


United States Manager Ass’t United States Manager 


99 JOHN STREET NEW YORK CITY 
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THE ANNUITY VIEWPOINT 


ATHER startlingly comes realization that as a source of new 
income, annuities now outrank life insurance. A table in las 
week’s issue of The Spectat or discloses that 56% of the new 

premiums paid to twenty-six of the large life insurance c 
during 1934 was for annuities. If not conclusive, this is 
highly informative as to the present preference of the Am 
people. They seek an investment safe, conservative and du 
Stress, politically and economically, is placed currently upon old age 
security. That every man should turn to life insurance who would 
build his financial house firm and livable, is quite the expected resul 








of an unblemished record of protection service through the years 
which nearly reach a century. The man who would seek old age 


free from the adversities of life is, through 08s c print and radic 
discourse, first impressed with the fact that this may be accomplished 
through pension or annuities. 


His next step and logical procedure is an 
he may himself prepare for a peaceful old age rid of its financial 
worry and independent either of a semi-political 
governmental bureau. 


n endeavor to learn how 


oO 
1 

" 

mo 
X 
/ 


The alert agent who realizes that money is being spent to attair 
this end, prepares by reading and study to meet the Anaey and render 
the complete service which his company affords. He adapts his tech- 


mt WF Oe 


nique and his selling campaign to the changing viewpoint of his 
clientele, and capitalizes on the requirements of the present. He is 
not so stilted or stolid that he seeks prosperity along ol itwo 
roads; rather, he seeks prosperity first and then dete t 
shortest road by which it may be reache 


Much is being written and said a 
necessity of every insurance agent in 
Many agents earnestly attempt to do ju 
they realize that they are not sufficiently 
solicitation. They know that t 
a broader viewpoint, and a wider vision 


. 
hey require 


lems that confront in wisely applying its 
capable of restoring their prestige a 
capped by this lack of annuity background 

no quicker or more certain way than through cu 
aging habits of reading. None who desire success or who are worthy 
of carrying forward the banner of life insurance I 





e are so poor that they 

cannot afford to buy usable books pertinent to their future 
Life insurance to protect dependents will ever rime con 
sideration of the man of honor and forethought as surely 
from the same source, through the annuity, will nan seek 
to attain for himself, and in consequence his | e in the 





sunset years unclouded by financial worries 
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Herbert P. Bickley 
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worker has departed forever 
from the busy marts Of trade, whether 


meni 


fe 7] 
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ever 


ther 
all 
tire- 





ment, and has crossed the bridge at 
wilight, there can be nothing so com- 
forting as the certain knowledge that, 
ome what may, the salary will go on. 














ersuade a 


man who has never had 


> than a couple of hundred dollars 
ank at one time that his widow 


| need at least $10,000 of insurance 


de her with the bare necessities 
He simply does not know what 


10,000 means, and even $1,000 seems 


small fortune to him until he 
figured out exactly how many 
salary checks it will buy. Yet the same 
nan will look at you in amazement if 
u him that he should give his 


t least $100 a month to live on in 
He is hurt to 
that you consider him so low as 
apable of treating his 

“She cannot live,” he will tell 
$200 a 


nt of his death. 
wife so 
‘on a penny less than 

And he really believes what 
and feels quite proud of him- 
the fine sentiments to which he 


s given expression. 


Establish Minimum Requirement 


t this point that the agent must 


cularly careful not to scare 
timid prospect. If you tell 
even an income of $75 a 
for a period of only 15 years, 
in the neighborhood of $10,- 


shock might be too severe and 


shy off altogether. The best 
to tell him, but to let him 

ut for himself. It won’t be 

hock to him then and he will 


the humiliation of having it 
his face by you. 


iim on then to decide what is 


the smallest amount his wife could get 
by on and then let him buy that amount 


of income for as long as he can afford 


-one year, five years, twenty years, 
or a life income—whichever suits his 
purse and his inclinations best. 

You can remind him that he is the 


most expensive member of his family 
and that his wife will be able to man- 
age on a much smaller income than he 
For one thing, his 
will cease at his 

other club 
with. If 


has been earning. 

insurance premiums 
death. His 
will also be 
gives up the car, that will mean a fur- 


saving of at least month 


golf and fees 


done away she 


ther $30 a 


Pag / 


Then there are the general family ex 
as schools, amusements, all 
to say nothing 
of cigars and cigarettes. Most of these 
come out of father’s pocket and will 
vreatly diminish or disappear entirely 
father is no here. By 


every means possible, therefore, you cut 


penses such 


kinds of taxes and fees, 


when longer 


down the amount of insurance your 


prospect must have in order to leave his 


wife a living income. And when you 
have reached the irreducible minimum 
you will find that a substantial amount 


of insurance is still needed, and, what is 
more, your prospect has arrived at this 


himself. He 


live on ni 


figure has de- 


his wife 


minimum 
that can 
less, and people hate to go back on thei! 
they 


termined 
own well-considered 
don’t like to be thought inconsistent. 
Now look at it from the woman’s 
point of What woman in he 
senses would say that she did not want 


her 


opinions 


view. 


her husband’s salary continued to 


after his death. The failure of the 
onthly salary check is the spectre 
thich haunts half the women ofr ou 
country today, and any scheme that 
nyone will put forward to lay th 
ghost vill be welcomed wu ith open arms 
1, all who now live in constant dread 
of its manifestation. 
Ninety Per Cent Salaried 

The salary check means everything 
there is in life to 90 per cent of ou 
population. Is it any wonder, thei 
that the salary continuance plan should 
find universal favor from one end 
ur continent to the other? Its popu- 
larity is not confined to the married 
section of the population, either. Many 


thousands of the young men and w 


today are helping support 


men ot! 


aged fathers or mothers who, when the 


} } . : } ++} » ¢ noh ] 
salary check failed either through old 
ve or death, found themselves face 
(Concluded oe 














HE Salary Continuance Plan, to which the following article 
refers, is any kind of policy under which the proceeds are 


payable in monthly instalments. 


Most companies furnish 


their agents with monthly income rates from which almost 
any combination of incomes can readily be figured out to 
meet the particular demands of each individual case. Total 
disability waiver of premium benefits may be incorporated 


in the selling plans if desired. 


The current interest in Washington's Economic Security 
Program has brought the public mind to bear, as never 
before, on the necessity for making provision for old age 


during our productive years. 


People all over the United 


States are thinking and talking about this very question 
today and there is no better time to introduce this type of 


policy than right now. 






























With 


The Two C's 


iphone continues mul- 
tiply that the loca e and 
isualty agents ar yrowilng 
restive Chev have become in- 
asingly vocal. We read that 
President Paul Haid ot 1e In- 
surance Executives Associati 
is appointed a committ repre- 
senting that association confer 
th a similar committ trom 


the National Association of In- 


surance Agents; the laur 


i movement by the National As- 
sociation in an effort to secure 
er-riding commissions on auto- 
nobile policies; an agitation 
against mutual competition in- 
augurated by President Stebbins 
1 the General Agents Associa- 
m: several interviews with 
agents and company executives 
controversial subjects; and 
imerous complaints against 
side-liners and agency multiplic- 


lo be sure, the main thing de- 
sired vy agents IS a , ninution 


tt competition and 
tion of commissions: the two Cs. 
Going back into ancient agency 

story, is to be reminded that 
ymmissions were found adequats 


i 15 per cent flat Chis rate has 


i ndency to discourage new 
trie’ Tl rom coming into tn US 
eSs While the numbe S 
ea l Ss Known tna son 
rie del iwents, masters re 
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high character will be permitted 
go unrewarded by clients. 


In a recent address before the 
Insurance Ex- 
hange of Houston, Texas, James 
General agency 
firm of Cravens, Dargan & Co., 
le a diagnosis of the situation 
1 some long-headed ad- 


corrective. He 


members of the 


Cravens of the 





wns to the belief that there are 

© many agents and is of the 
pinion that high commissions 
onstitute the chief cause. He 
notes, as ntributory t the 
rouble, the group system of com- 
panies. He observed: “It is diffi- 
ilt to point a remed inde? 
present conditions, but I do think 
tnat tne igents ignt t 1 
means sta Z mmissions 

Mr. Cravens is a _ thorough- 
o ng cecuti inderwrite1 
thorougt grounded in the fun- 
lamenta cipies t the iSl- 
less acKeC \ ictua xXperilent 
is agent, speclal agent and gen- 
ral agent accumulated during a 
el aq approacn YF DU irs His 
pinions a Si 1 matu 
nd sk Pay, y ’ + — 
ir 

SUCCESS 
* Work is only 35°, of Success. 


® What is the other 65 
* There are many inagr 
o to 


¢ nc 
make up c¢ 


enougn space Tro 


outstanding items: 





° LOYALTY you must de True 
biue’ to your cause af all times 
and under all conditions. 

* ENTHUSIASM—you must ove 


your job; no Success can flourish 
n the sands of indifference. 

* CREATIVE ENERGY — you must 
be abie to visualize new ways and 
means, and then put these dreams 
nto effect. 

* STUDY—you must always be the 

stuagent: the man who knows if ai! 
has reached the end of his career 

* These are but a few of the tools 


you need in your Success Kit— 


Everir B. TERHUNE 





the Editors 


A United Front 
ITH, perhaps, tne olce of 


one “crying in the wilder- 
ness,” The Spectator has consis- 
tently and insistently stressed the 
need for conference and coopera- 
tion between companies and 
agents in the fire insurance field 
peTore any step 
might have far-reaching 
‘onsequences on the business in 
general and particularly from a 
public standpoint. Examples of 
lifficulties which thus ild have 
een avoided are rampant. 
In the matter of usiness 
me Owners 
Loan Corporation the agents went 


[ eltner takes 
which 


7 


i++ 
Vritten 


the way and the mpanies 
failed to move for months. It 
vas only after joint consideration 
ind the threa f government 


+ = + 


was 








11¢e 1 mmittees of 
gents and Interstate Underwrit- 
rs Board men have yet to tell 
the business what the dissension 
s all about rT mmittees of 
izents and officials of the Insur- 
1 Executives Association met 
ently to discuss problems al- 
zady hanging fire for nearly 
tnoree ars Las near- 
ngs on the new insurance code 
r Illinois, t lies ob- 
ected publicly to some features 
f the de wh t gents en- 
sed it w i th only a 
¥ minor sugges anges. In 
uct, Alvin S. K ~ Spring- 
d, president [llinois As- 
sociation s l Agents, 
olnted a a l l rer at 
mpanies laving 
cen o S > con- 
Me r or the 
aed d 

r s lac 1e modern 
r thos uctionary 
C s Vie ver can 
er ' S y selfish in- 
rests ry r nsid- 

g ¢ th 
is S “hose enl- 
zaged i $ erations 
nust reese 3mil- 
g fron t ind a 
rex ind or nt to 
tack. mpa s and agents 
inn or separat vays 
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Time 


James A. McLain, vice-president of 
te Guardian Life, celebrates this 
nonth his 15th anniversary with the 


ompany 





Death culminates the brilliant 
reer cf Robert H. Williams, vice- 
sresident and secretary of the Travel- 
os Fire. Mr. Williams had served 


for 30 years in the insurance business. 





Jurist, formerly with the 

bile Insurance Co. of Hart- 
‘ord, has become fire department 
manager for Walter S. Haff, Inc., of 


York. 


M. A. 


Automo 


New 





At its April meeting the New York 
Fre Insurance Exchange adopts 
changes in its rules affecting automa- 
¢ covers, improvement and better- 
ments, breweries and sprinklered stor- 
sage srores. 





Richard Monahan, general super- 
ntendent of the New Jersey Sched- 
ile Rating Office, dies in West 
Drange, N. J., after an illness of 
months. 


evera 





The new Ohio agents qualification 

having passed the Ohio Senate 
is on the calendar of the 
rouse for early action. This bill de- 
s proof of qualifications of newly 
sscointed agents to act for com- 


sanies 


ast weer 


man 








M. Waller, vice-president of 
te Aetna Fire, is elected president 
+ the newly formed Stock Company 
Association, organized to write busi- 
sess ‘= which the HOLC is interested. 





The Connecticut Mutual announces 
‘te appointment of Ben F. Shapro 
eral agent at San Francisco, 
who re- 








vharies E. Case, assistant manager 
*re North British and Mercantile 
t ts United States department, be- 
comes chairman of the Aero Insur- 





wnce Underwriters, having already 
eved that organization as vice- 
Daniel Shakenberg, 


Death retires 
resident of Hagedorn and Co., New 
‘ore City insurance brokerage firm. 

Shakenberg, one of the oldest 

*ts in New York, was a director 
* *ve Guardian Life, the London & 
tncashire Indemnity and the Safe- 


wuers Insurance Co. 





ts annual meeting, the Under- 
wters Service Association of Chi- 
“age. elects as its president A. F. 
owrie of the Fire Association. 





of an oil well on_ its 
erty at Mercedes, Tex., changes 
™e Tnancial status of the Southland 
~te of Dallas, this new-found asset 
Tanstorming the company into one 
* the richest of its size in America. 





cial research, ete., 









“fairy, woant> 
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Accident and Health Insurance Week 


SOUNDINGS| 


By ROBERT WADE SHEEHAN=————— 


HE question of “free choice” in the selec- 

tion of doctors for workmen’s compensa- 

tion cases which caused such controversy 
in New York has arisen, also, in New Jersey 
where revision of the compensation laws are 
in prospect. 

The “free choice’ advocates undoubtedly 
have the popular side of the argument. In 
the first place, medical treatment is such a 
personal affair that the idea of anyone being 
forced to accept the services of a particular 
physician is not attractive. In the second 
place, the medical profession has done such 
an excellent job of selling the public on the 
infallibility of its members that the danger 
of a number of cases finding their way into 
the hands of incompetent doctors is not ap- 
preciated. 

The experience of the insurance companies, 
however, has demonstrated the fact that very 
few general practitioners are competent to 
treat industrial accident and occupational 
disease cases. Traumatic surgery is indeed 
a specialty and requires a degree of particu- 
larized skill that does not come within the 
experience of the average doctor. 

Insofar as medical treatment of compen- 
sation cases is concerned, the primary 
tive from the point of view of the employee, 
the employer, and the insurance company is 
to effect the recovery of the patient as rapidly 
as possible; and this should be done with no 
more expense than necessary in order that 
equal and adequate treatment be available 
to all injured workers. 

Much of the machinery which the com- 
panies have set up in the way of clinics, spe- 
to accomplish this objec- 
introduction 




















ob yeCc- 


tive is rendered useless by the 
of the “free choice” principle. 


Tide 


Secretary of the Treasury Morgen- 
thau introduces with an optimistic 
broadcast the Treasury's call at the 
beginning of this week for the balance 
of the Fourth Liberty loan of 4/4 
per cent bonds of 1933-1938, amount- 
ng to about $1,250,000.000, for re- 
demption October I5. This completes 
the Government's $25,000,000,000 


wartime bond refunding program. 





What might have been a disastrous 
strike in the tire and rubber industry 
was averted early this week when union 
workers in the three leading Akron 
factories ratified a truce plan worked 
out by Secretary of Labor Perkins 
The hour, wage and other matters at 
dispute will be settled by negotiation 





Composite average of 70 indus- 
trials on the New York Stock Exchange 
for the week ended Apri! 13, 1935 
according to the New York Herald 
Tribune, closed Monday at 126.55 
and closed Saturday at 127.59. 





Composite average of 30 rails for 
the same week closed Monday at 
24.41 and closed Saturday at 25.84 





Composite average of 100 stocks 
for the same week closed Monday at 
95.91 and closed Saturday at 97.01. 





Composite average of 30 bonds on 
the New York Stock Exchange for the 
same week closed Monday at 90.76 
and closed Saturday at 91.43. 





Steel ingot production in the United 
States for the current week declined 
from 47 to 46 per cent of capacity 
The Iron Age estimates, reflecting 
the extremely cautious buying by con- 
sumers. Miscellaneous steel purchas- 
ing is at present larger than the 
automotive demand and has been a 
steadying factor since the beginning 
of the year 





All wheat prices rose above $1! by 
the close of last week on the Chicago 
Board of Trade, with other grains also 
showing gains. The elevating factors 
were a bullish crop estimate by the 
government, strong world market con 
ditions and the continued threat of 
nflation seen in the works relief bill 
and the rise of silver prices 





Silver also had a share in boosting 
cotton futures, which advanced mod- 
erately in the first part of last week 
and then rose sharply in the latter 
part, closing 69 to 76 points higher 
Besides the inflationary fear, a large 
demand for gray goods helped the 
upward trend, which was most pro- 
nounced for the new-crop months. 





Automotive production in Detroit 
last week had its [9th consecutive 
weekly gain, a steady progress that 
s reflected in that city's qeneral busi 
ness improvement. The Ford Motor 
Company's $20,000,000 new steel-mill 
construction is an important part of 
the city's building program, expected 
to total at least $64,000,000. 








Every 


Man Wants It! 


(Concluded from page 7) 


face with starvation. 


These \ 
ple know why they are being 


ung peo- 
alled on 
f caring 
ey know 
that those parents failed to make any 


to assume the responsibility 
for their helpless parents. 1 
their old age 


adequate provision for 


during their productive yea They 
were content to let things s! in the 
vain hope that something would turn 


up that would set them on easy street 
for the rest of their lives. As this hope 
died with the passing years 
consoled with the 
thought that their sons and daughters 
were all doing well and that they would 
glad to take care of their 
parents when they reached old age. 
But old age has a terrible habit of 
being overlooked until it is too late to 
do much about it. father is 
taken ill and has to abandon his work. 
His salary stops and the children are 
called in to talk over what had best be 
done. All are eager to have the old 
people come and stay with them until 
So they close up the 
apartment, or flat, 
and go to live with Henry, Mabel or 
But father does not get well, and 
children 


slowly 


they themselves 


always be 


Suddenly 


father gets well. 
old homestead, or 


John. t 
before the year is out all the 
are quarreling among themselves as to 
who should NOT take the old unes. No- 
body wants them any more; they have 
no money, they interfere with the chil- 
dren, and generally they are heartily 
not wanted. 

And why has this unfortunate state 
of affairs been brought about? Simply 
because the old folks are unable to pay 
their way. They eat the food intended 
for their children’s children, they install 
themselves in the best and most com- 
fortable chairs, they annex the warm- 
est corners of the fireside, and, on ac- 
their and 
misery, find it almost impossible to be 


count of own helplessness 
even pleasant to the other members of 


the household where have been 
forced to take refuge. 
and find fault and 


themselves to the constant 


they 

They criticize 
generally obtrude 
annoyance 
thei 


and frequent embarrassment of 


children. 
Neglected Opportunities 

How different the picture would have 

they 

before it 


been had only exercised a little 


forethought became too late. 
for instance, that the old gen- 


tleman had been able to take out a sal- 


Suppose, 


ary continuance policy for himself 20 


or 30 years before. The chances are 
that he could easily have afforded to 
pay the premiums, and when his forced 
retirement took place it would not have 
been necessary to give up everything 


that makes life worth while in order to 


obtain enough food to keep body and 
soul together, or to go to live with 
children who had to struggle to provide 
enough food for their own young fam- 
Grandfather would not then have 
become the broken old man we have just 
pictured. He would have retained his 
self-respect and his independence—the 
precious gifts that God in His 
infinite goodness has given to mankind 

he would have been able to continue 
to live in his own home, to hire a com- 
nurse while he was ill, and be 


ilies. 


most 


petent 
always glad to entertain his children 
and their friends whenever they cared 
to visit him. The grandchildren would 
have been proud of their granddad, and 
that is a mighty fine and satisfying 
thing when one is old. But, above all, 
they would have remained free and un- 
fettered, able to do whatsoever they 
had a fancy to do and to go where and 
when they listed. 


Today's Generation 

The present generation of young peo- 
ple is not going to make the same mis- 
take that their parents and grandpar- 
ents made. Their being 
opened, not only by their painful ex- 
periences, but by the splendid educa- 
tional work of our leading life insur- 
who are alive to their 


eyes are 


ance 
opportunities. 
What better opener for an interview 


agents 


could there be than the following: 

“Mr. (or Miss) Brown, would yoy 
not like to think, when your working 
days are over, that your salary would 
be continued to you for the rest of 
your life; that every month, year in 
and year out, the old check would come 
in without fail, just the same as it does 
now, and you wouldn’t even have to go 
te the office to collect it?” 

Who could say “No” to a proposition 
like that? It is something everybody 
wants. There is not a living soul who 
does not look forward to an old age of 
independence and comfort, free from 
anxiety and worry about money. And 
all the time every life agent on this 
continent is walking around with a sal- 
ary continuance plan, or its equivalent, 
in his kit and saying hardly a word 
about it. 

Tell your prospects about this won- 
derful contract. You will not sell one to 
every customer you interview, but you 
will certainly get a lot of people inter- 
ested in insurance, and if you do that 
you will not need to worry about the 
sales—they’ll come! 

One of our greatest mistakes is 
that we are too anxious to ask people 
if they want any insurance. This is 4ll 
People don’t want “insurance” 
as such; they want something much 
more tangible than that. They want 
the things that you want and the things 
that I want—the things we reach out 
for in our daily struggle for life—the 
things that bring us comfort, happi- 
ness, and contentment of spirit. 


wrong. 


Ratio—Income— Expenditures 


By WALTER CLUFF 


OW much of a minimum income is 

it necessary for you to earn? 

The foundation for the reckoning 
of an income is based upon the family 
budget. Do you know what your maxi- 
mum monthly expenditures are? 

Too often a life insurance man gets 
at this in just the opposite way. He 
he can earn during the 
month, and a little more, in the hope 
that he will make more next month; 
consequently, his bank account is often 


spends all 


in the red. 

The first important thing, therefore, 
for the constructive life underwriter 
to do is to establish a maximum month- 
ly budget, setting out exactly what his 
expenses are. Then he has a basis for 
determining what his minimum income 
must be. There need be no guesswork 
about this. 

Determine the maximum expense, or 
put it differently—what do you require 


each month to maintain the standard 
of living that you wish to maintain? 
This, of course, is an individual problem. 

Having set out the fixed monthly ex- 
pense which measures your standard 
of living, draw up a program of work, 
based upon your own experience, your 
minimum standard of ratio of 
efforts to results. Then set out what 
must be accomplished each day and 
each week in order to produce those 
results. It is entirely possible to do 
this. 

It is required only that you know the 
per interview, the 


own 


number of calls 
number of interviews per sale, average 
size of your application, average pre- 
mium per thousand of insurance. 

Every underwriter, we maintain, 
should know, quite definitely, his ratio 
of efforts to results; his minimum 
monthly income; his fixed monthly ex- 
penditures. 
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Young in years, but a veteran policyholder, Mayris Chaney, of Chaney and Fox, plans 
to buy more life insurance as circumstances permit 


call them the “White House 
dancers,” this young dancing team 
of blonde Mayris Chaney and 
Fox. They call them that for 
a reason. A mighty good one. For 
whenever the White House has an af- 
fair which includes entertainment, you 
will find the team of Chaney and Fox 


HEY 


Eddie 


” 


“invited” to perform. 

What is more, Miss } 

friend of Mrs. Franklin D. Roosevelt. 
They met in New York several years 
ago and the acquaintanceship soon 
‘ipened into a warm friendship. 

While they may be young in years, 
the team of Chaney and Fox is old 
Miss Chaney has been 


Chaney is a 


In experience. 
lancing since she was four years old. 
Eddie Fox has been dancing for years, 
too. They have been dancing partners 
lor six 
Three 


nh top of 


years. 
years ago they were sitting 
the world. They had gradu- 
ated to the point they were 
were sought after and were 
1 the big money class. And they fig- 
that five years of the big 
mey and they could retire. So the 


where 
head] iners, 


d then 


sottom dropped out of the theatrical 
dusiness. The large movie houses gave 

their big presentations, what was 
‘eft of vaudeville rolled over for the 


+ + 


‘ast time and gave a last gasp in pass- 
ng away. 

The big money just wasn’t there any 
ore and the team of Chaney and Fox 
save up the idea of retiring in the very 
far future. Being wise young people, 
‘Mey decided that it was better to work 
1935 


\ - 
cfaior, 


heel 12 
April 18, 


every week at present salaries than to 
hold out and work maybe two or three 
weeks at the top salaries of the “good 
eld days.” 

And, being especially wise 
they decided to let life insurance insure 
their retirement rather than to trust 
to luck and to finding the corner around 
which prosperity has been hiding for 
so long. 

Miss Chaney first 
of the team to accept life insurance as 
THE way of saving. That was some 
eight years ago and she _ adopted 
straight life insurance as her program. 

“The agent told me,” she said, “that 
straight life insurance gave me the big- 
gest return for my money. He said 
that I could get more and that if I left 
my dividends stay that by the time I 
was ready to retire, instead of having 
a straight life policy, I would have a 


seemed to 


people, 


was the member 


paid-up endowment. He 
know what he was talking about, so I 


took what he suggested.” 


He Preferred Annuities 


Eddie Fox, however, is going in for 
annuities which give him an in- 
come for life when he reaches the age 
of 55. Eddie, though, didn’t start his 
insurance program until three years 
ago. “It’s just like putting money in 
the bank,” he “Except that 


will 


declares. 


it’s more than just a saving. If any- 
thing happens to you, those you love 


And, if you do live, 
gosh, you can retire and live the life 


think 


are provided for. 


of Reilly on your savings. I 


Noted Dancing Team 


Outline 


Ideas 


On Security 


By No Means Original 

and Purely Personal, 

But the Plan Is One 
of the Soundest 


By E. S. BANKS 


everybody should own life insurance, 
whether they are young or old, mar- 
ried or single. You can’t beat it for 
protection, savings and investment. 
And it has certainly proved itself safer 
than the banks.” 

One thing that got Eddie thinking of 
life insurance was El] Brendel, star of 
vaudeville, the old Winter Garden 
shows and the films. El, you will re- 
call, was the chap with the trick 
Swedish accent. Well, whenever Eddie 
met El, the latter was taking his 
weekly pay check down to the life in- 
surance company and buying single 
premium endowment. Today he doesn’t 
have to worry. He owns a nice home 
in Hollywood and he has all those paid- 
up endowments. 

So it was El Brendel, you see, 
really started Eddie Fox thinking seri- 
ously about life insurance. 


who 


Chaney and Fox do a lot of serious 
thinking. It is hard work being a pop- 
ular dance team, and they are consid- 
ered one of the best in the world. There 
is the matter of new routines and fresh- 
ening up old ones and the continuous 
rehearsing. 


They are thinking, too, of El] Bren- 
del’s plan of taking the pay check, 
deducting the week’s expenses and 


then buying as much paid-up insurance 
as the money will pay for. Right now 
are premiums an 


when 


paying their 
nually. But one of these days, 
they increase their retirement fund, it 


they 


is going to be on the single-premium, 
paid-in-advance basis. 








The Hardest Job 


S there any doubt that the hardest 


] 


job in a life insurance company is 


that in charge of production: that 
of the agency man? If in no other 
phase, evidence thereof lies in the short 
“life” of the 


in any one company: only five years. 


average production man 


Every other job in a life insurance 
proven to be 


company has, in general, 
a lifetime job. Of course, changes 
from one company to another do occur 
in the other life company jobs, more 
particularly in those recognized as re- 
quiring technical study and training; 
but those 


subordinate positions to those of higher 


changes are usually from 
standing or of larger salary or oppor- 
tunity. 

A change by the agency man from 
one company to another, despite the 
usual euphemistically worded an- 
nouncement, is much more generally a 
out.” Can that high per- 
apparent “failure” of the 
agency man be attributed 


“letting 
centage of 
“average” 
to his being of a class of men of lower 
character or mentality than are those 
engaged in the other company activi- 
ties? That question might arise in the 
mind of a person viewing things super- 
ficially, but never in the mind of one 
who has had the privilege of meeting 
many agency men. It would be pre- 
sumptuous on my part to think it nec- 
essary to come to the defense of the 
Defense is not 
indictment is 
accusation 


agency man as a class. 
called for until an 
brought, and if ever be 
made, the agency man is fully compe- 
tent to meet it without help from me. 

Nevertheless, it does seem as if an 
inquiry into the reasons for the seem- 
ing failure of so many agency men, 
by one who has some acquaintance with 
the situation and who has no occasion 
to have any bias in that respect, might 
be of some value to the agency man 
and to the company executive. 

The position of the agency man can 
be likened to that of the general in 
war or battle. He must win completely 
or be doomed as a failure. There is no 
such thing as partial success. It must 
be complete, despite odds against him, 


whether those odds be lack of effec- 
tives, inferior equipment, more difficult 
terrain, disloyalty or failure of sub- 
ordinates, or muddling interference by 
his superiors. 

What are some of the qualifications 
expected of the “Agency Officer”? 
Integrity, of course. 
Personality, or “IT”: that 

finable attribute. 
Good judgment. 
Tact. 

Vision. 


inde- 


Originality and resourcefulness. 
Executive ability. 

Energy. 

Versatility. 


Integrity: He must deal fairly with 
his agents and with his company. A 
man lacking in integrity cannot at- 
tract and hold men of integrity, nor 
command the of his su- 


periors. 


confidence 


Personality: He must sell himself 
and his company to his agents and his 
ideas to his company; logical argument 
alone is not sufficient. 

Good Judgment: He must be the 

psychologist, able to select 
competent and honest men as general 
agents or managers, who can in turn 
select men of integrity and ability, to 
sell and continue to sell the company 
and its policies to the fickle public. He 
must exercise judgment as to the form 
of contracts and compensation for 
agents of different localities and dif- 
ferent financial standing. He must 
exercise judgment in determining upon 
the form of training and the manner 
of guiding agents of differing talents 
and traits. He must exercise judg- 


practical 


in a Life Insurance 


Company 
“In Charge 


of 





Production” 





By WILLIAM BREIBY 


ment as to the form of programs and 
the time of initiating them. In fact, 
good judgment is required in every 
utterance and activity of the agency 
man. There are no formulae by which 
he can be guided. 

Tact: He must be the diplomat in 
dealing with the situations 
which arise, many of most intimate 
personal nature, even involving family 
matters of members of the field force. 
Differing interests, viewpoints and tem- 
peraments must be dealt with. Diver- 
gent views and interests of the field 
men and of the home office men must 
be reconciled; and dealings must be 
had with representatives of other com- 
panies, where again divergent views 
and interests arise. 

Vision: He must have a comprehen- 
sive conception of the functions of life 
insurance and of their application to 
changing economic conditions. He must 
visualize the needs, wants and temper 
of the public and how that public can 
be induced to recognize and meet those 
needs and wants. 


many 


Originality and Resourcefulness. 
He must devise plans for getting men 
and for stimulating the efforts and 
maintaining the morale of the field 
force: stereotyped procedure tends to 
stagnate the most active and brilliant 
field efforts. He must be qualified to 
meet unexpected reactions and condi- 
tions. 

Executive Ability: He must be able 
to execute as well as originate pro- 
grams and campaigns; able to direct 
as well as to build an organization. 

Energy: The production job is a 24- 
hour a day, 365 days a year, job. The 

(Continued on page 17) 
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MARCH NEW LIFE INSURANCE SHOWS 2.4% DECREASE: 
INCREASE OF 10.1% FOR FIRST THREE MONTHS OF °35 


New life insurance production for 
March was 2.4 per cent less than for 
March of 1934. For the first three 
months of this year, the cumulative 
total was 10.1 per cent greater than 
the amount for the corresponding 
period of last year. This data were 
revealed by a report released by The 
Association of Life Insurance Presi- 
dents to the United States Department 
of Commerce for official use. The re- 
port summarized the new business rec- 
ords—exclusive of revivals, increases 
and dividend additions—of 42 compa- 
nies having 83 per cent of the total life 
insurance outstanding in all United 
States legal reserve companies. 

For March, the total new business of 
all classes written by the 42 companies 
was $768,491,000 against $787,628,000 
during March of 1934—a decrease of 
2.4 per cent. New ordinary insurance 
amounted to $502,619,000 against $526,- 
280,000—a decrease of 4.5 per cent. 
Industrial insurance amounted to 
$235,261,000 against $228,107,000—an 
increase of 3.1 per cent. Group insur- 
ance was $30,611,000 against $33,241,- 
000—a decrease of 7.9 per cent. 

For the first three months, the total 
new business of these companies was 
$2,312,992,000 this year against $2,101,- 
158,000 last year—an increase of 10.1 
per cent. New ordinary insurance 





McNulty Agency Moves 

to Paramount Building 

York City 
Insurance 


On April 22, the New 
branch of the Prudential 
Company of America, under the man- 
agement of John A. MeNulty, will 
move from its present quarters at 1440 
Broadway to the Paramount Building 
located on Broadway at 43rd Street. 

Mr. McNulty, a graduate of the 
United States Military Academy, en- 
tered the insurance business in 1922 as 
an agent with the Prudential. In May 
1929 he was appointed manager of a 
new agency in the Times Square dis- 
trict, which is now one of the largest 
branches throughout the country with 
over $50,000,000 of business in force. 








amounted to $1,594,112,000 against $1,- 
386,351,000—an increase of 15.0 per 
cent. Industrial insurance amounted 
to $640,533,000 against $622,031,000 

Group in- 
$78,347,000 


an increase of 3 per cent. 
surance amounted to 
against $92,776,000—a decrease of 15.6 
per cent. 

The new paid-for business written 
during each of the first three months of 
1933, 1934, and 1935, and percentage 
increases or decreases, are shown in the 
following table: 


NEW PAID-FOR LIFE INSURANCE—EXCLUSIVE OF REVIVALS, INCREASES AND 
DIVIDEND ADDITIONS—42 UNITED STATES COMPANIES 


(These companies have 83 per cent of the 
States legal resei 






total business outstanding in all United 


ve companies) 


1934 1935 
ovel ove! 
Month 1933 1934 1935 1933 1934 
ORDINARY INSURANCE 
January $423,573,000 $435,676,000 $601,.300,006 2.9% 38.0% 
February $24,483,000 24,395,000 490,193,000 02° 15.5% 
March $35,308,000 526,280,000 502,619,000 20.9% 1.5% 
$1,283,364,000 $1,386,351,000 $1,594,112,000 8.00 15.0% 
INDUSTRIAL INSURANCE 

Januat y $168,312,000 $197,108,000 $196,255,000 7.1' 4° 
February 168,400,000 196,816,000 209,017,000 16.9 6.2% 

Marc} <i 187,761,000 228,107,000 235.261.000 91.5% 3.1 
$524,473,000 $622,031,000 $640,533,000 18.6 , Oc 

GROUP INSURANCE 
Januat ee $22,546,000 $32,673,000 $27,348,000 14.9% 16.3% 
February ... 16,842,000 26,862,000 20,388,000 59.5% 94.1% 
March , 17,345,000 33,241,000 30,611,000 91.6% 7.9% 
$56,733,000 $92,776,000 $78,347,000 63.5% —15.6% 
TOTAL INSURANCE 

Janua \ ee $614,431,000 $665,457,000 $824,903,000 8.3% 24.0% 
February ‘ 609,725,000 648,073,000 719,598,000 6.3% 11.0% 
Marc! 640,414,000 787,628,000 768,491,000 23.0% 2.4% 
$1,864,570,000 $2,101,158,000 $2,312,992,000 12.7¢ ‘10 1% 
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Southern Round Table 
Program is Completed 


Life Insurance Sales Research 
Bureau Follows With an In- 
teresting Program 


Final announcement of the plans fo 
the meeting of the Southern Round 
Table of the Life Advertisers Associ- 
ation to be held at Richmond, Va., on 
April 29 and 30 has been sent to the 
agency, conservation and advertising 
men of the southern companies, and a 
large attendance is anticipated. 

Following adjournment of this gath- 
ering at noon on April 30, the entire 
party will motor from Richmond to 
Virginia Beach, where meetings of the 
southern agency men and their asso- 
ciates will be held at the Hotel Cava 
lier on May 1 and 2, under the auspices 
of the Life Insurance Sales Research 
Bureau. During the course of this trip 
from the Virginia capital to the shore, 
a stopover of several hours will be 
made at Williamsburg and vicinity, so 
that the visitors may view the restora- 
tion projects. The delegates will have 
dinner that evening at the New Cham- 
berlin Hotel at Old Point Comfort. 

A feature of the Southern Round 
Table will be the advertising exhibits 
of the various companies comprised in 
its membership, who will compete for 
the silver cup won last year by the 
Pilot Life. Emmett Russell, Jr., man- 
ager of the policyholders’ service divi- 
sion of the Life and Casualty Company 
of Tennessee, is in charge of the ar- 
rangements for the exhibits, which will 
be judged by three prominent adver- 
tising men of Richmond, these being 
Frank Christian of Cecil, Warwick & 
Cecil, Henry Staples of Staples & 
Staples, and Lynn Miller of Advertis- 
ing, Inc. 

Additional speakers for the meeting 
have been announced by John W. 
Murphy, public relations manager of 
the Pan-American Life, who is in 
charge of the program. Nelson A. 
White, in charge of advertising for the 
Provident Mutual, and who is chairman 
of the sub-committee handling the pub- 
licity and advertising in connection 
with Life Insurance Week activities, 
will tell the delegates of the plans 
which have been made for the ob- 

(Continued on page 17) 














DO ‘SALES HELPS” HELP ? 


JANUARY MARCH* 
We issued a “Merchan 


dising Idea” based on chandising Idea” num- 


Family Income plan ber three calculated to 
January sales exceeded make a married man 
total 1934 sales on the with children see the 


same plan. New sales need for maximum pro- 

on this plan have con tection at reasonable 

tinued to run high! cost. Average size sale 
was $4.650! 


“EBRUARY APRIL 


“Merchandising Idea “See your old _ policy- 


number two was based holders.” was our cry 


on a plan especially at in April. “Merchandis- 
tractive to young ing Idea” number four 
people. The continuous presented a plan that 
and twenty pay endow is a combination 


ments were featured “clean-up” fund and 


Agents reported “pro monthly income for a 
pecting” much easiet limited period. Old 
Sales jumped! polievholders bought! 


JEFFERSON STANDARD AGENTS 
ANSWER “YES” 


A. R. PERKINS, tegency Vanager 


ef ferson Standard 


3g Jtite Life Insurance Company 








The Jefferson Standard made a gain in insurance in force for 
the first quarter of the vear 








March brought “Mer- 
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FURNESS 


Leads the Way to BERMUDA 





BUILT. 
FOR THE 
AGES 





Pont duG ard near Nimes, France Built circa sr? AT 


BuILT almost tw o thousand years ago, this Roman aqueduct 
Stl ll Sti ind Ss, beautift i] in 1ts strength, 1 svi mbo! of far f 
plang and skilled execution 


g, durable materials, perfect constru 
1ild lastingly without them v 
g aquec lucts, institutions or incomes 


Clear-headed ng 
tion|. . . you can't 
you are buildir 


The Girard builds soundly and permanently fo 
rs and its agents 


GIRARD 


Life Insurance Company of Philadelphia 


its policvholde 








Op posite Inde pend: nNCe Hall 





























ACHIEVEMENT— 
An Increase of $34,410,379.00 insurance in force 
during 1934 
More than $14,000,000.00 Increase in Asset 


$5,500,000.00 Increase in Surplus from December 

31st, 1929, to December 31st, 1934 

Grown to a half billion dollar ¢ 

rhe prestig irises m fina 

vears of fair a oF S € € t \ F 

resentative. Practical and attractive selling tea- 
es eT \ ive es f bus 

the equipment of the man in the fi 





POWER 


$124.58 in Assets for each $100.00 


$52,721,865.75 in Assets and $10,401,100.02 in Sur 
us on December 3lst, 1934 

» | 

PLANS— 
Agency Conventions announced 
Extension Fs vene levelopment d 
new territ 


ORDINARY AND a 
AMERICAN NATIONAL 


Insuraiwe Compan 
GALVESTON.TEXAS 


WwW. L. MOODY, JR.. President F. B. MARKLE. Vice-President 
SHEARN MOODY, Vice-President W. J. SHAW, Secretary 
E. L. ROBERTS, Vice-President (in Charge Ordinary Agencies 


INDUSTRIAI 
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ACACIA MUTUAL ANNOUNCES PLANS 


FOR A HOME OFFICE BUILDING 


Wor! will begin immediately on the 
new home office building of the Acacia 
Mutua Life Insurance Company, 
Washington, D. C. The first unit is to 
be completed not later than July, 1936. 
The architects are Shreve, Lamb & 


Harmon of New York, designers of the 
Empire State Building, the Bankers 
Trust and other outstanding buildings 
of the country. 

When the square bounded by Louisi- 
ana and New Jersey Avenues, First 
and |) Streets, was purchased some 
years ago, plans were laid for its 


eventual use as the site for Acacia’s 
home office. The sale of the former 
home office building to the Government 
in 1934 opened the way for the con- 
tinuance of Acacia’s building program. 


The plans approved call for a first 


unit six stories, 90 feet high; more 
than 35 feet wide, and nearly 300 feet 
long, constructed so that it can be later 
extended to occupy the entire block. 


It will set back 100 feet from the curb, 
and face the United States Capitol. The 
entrance will be about 12 feet above 
the curb, terraced, and the surround- 
ings landscaped to harmonize with the 


Capitol Plaza which it borders. . The 
exterior will be finished in marble, 
architecturally in keeping with the 


Government buildings in the Capitol 


area. 


The lobby will be two floors high. 














AMBITION 


A hand-tailored word that belongs 
peculiarly to the Life Insurance Man 


By BART LEIPER 


If you don’t believe it, look it 
up in the big old Noah Webster. 

Its original meaning: “to go 
around soliciting; to canvass.” 

A pretty good word for a life 
insurance man, isn’t it? Pictur- 
ing, if you please, exactly what 
he must do, day in and day out, 
to succeed. 

Why not make it your word? 
The word that your 
determination to be a leader in 
your chosen calling. 


describes 


A life insurance man is only a 
clerk when he sits in the office 
with his files; he is only a sten- 
ographer (and not always a good 
one) when he pecks away at a 
typewriter; but when he lets his 
ambition stir him, getting him 
out seeing the prospects, “solicit- 
ing, canvassing,” he is deter- 
mined to go places. 

Let’s have more “AMBITION” 
in this business of ours! 





























There will be three elevators with space 
for a fourth. The policyholders’ ser- 
vice, cashier’s, mortgage loan and other 
departments having to do with the 
publie will be located on the first floor. 
As at present planned, the Acacia Club 
rooms for visiting policyholders will be 
found on the third floor. The location 
of the various departments has not 
been finally determined, but there will 
partitions in the 
building, having an open 
working space 57 feet wide the full 
length of the building on either side 
of the center elevators. 


be practically no 
each floor 


A cafeteria with auditorium above 
seating 800 people will be housed in a 
separate two-story building connected 
to the main unit at the rear, with an 
outside entrance so that the auditorium 
can be used independently of the home 
office structure. 

The building will be air conditioned 
and soundproofed, scientifically 
planned for maximum daylight and in- 
direct light efficiency, and will be mod- 
ern in every way. 

Mont- 


structure is to be 


As expressed by President 


gomery, the new 
“Monumental in type, in harmony with 
the Government buildings in the vicin- 
ity, one that is plain and substantial 
and typifies that for which the insti- 
tution stands, one that is economical 
to construct, economical in upkeep, 
operation, providing 
working facilities, and one that can be 


efficient in good 


harmoniously  ex- 
tended from time to time.” 


economically and 











Architects Drawing of the New Home Office Building of the Acacia Mutual Life, Washington, D. C. 
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RECORD 


PAIGN” HONORING 


{TTENDANCE FOR THE “LEADERSHIP CAM- 
PRESIDENT PARKINSON OF THE 


EQUITABLE OF U.S.A. 


\ Va ated to be largest 
rathering f Equitable | agents 
ver held in New York ied last 
Mc iy morning, a specia e-month 
Leadet Campaign” it onor of 
Thomas I. Parkinson, president of the 
Equitable Life Assurancs Society. 


More than 1500 agents attended the 
at the Hotel New Yorker and 
rousing talks by Vice-presi- 
Frank L. Jones and Gage E. Tar- 


senior director of the society. 


e campaign, which closes on May 
», leads up to a luncheon to be given 
President Parkinson on 
May 27 at the New Yorker. 
who have completed nine cases during 


honor of 


All agents 


the campaign will qualify as “leaders” 
attend the luncheon, and the leading 
agent of each agency, as well as the 


wency manager whose agency leads in 


} al number of cases written, will 
r seated at President Parkinson’s 
u t 

\t he Monday morning meeting 


William J. Dunsmore, Equitable agency 
manager and chairman of the cam 
paign committee, outlined the cam- 


paign and then introduced Vice-presi- 


dent Jones, who provided the agents 
with considerable ammunition by de- 
scribing how much more favorable 


conditions are now than they were back 


in 1904, when he started. His state- 


ment that deposits in the clearing- 
house institutions and trust companies 
York total $14,000,- 
Tarbell to 


ater that he could see those fourteen 


of Greater New 
000,000 led Mr. remark 
billions sinking when the campaign gets 
well under way. 

Mr. Tarbell, who was introduced by 
Samuel! Karsch, Equitable agency man- 
ager, drew on his enthusiasm, his sense 
of humor and his long experience in 
life insurance, to convince his hearers 
that not only should they exceed the 
campaign's goal but they would be the 
better for doing it. “When a man 
masters himself,” he said, “he has mas- 
tered the key to success.” 

In his early selling days, notably in 
Chicago, Mr. Tarbell said, he closed 
more than half his cases on the first 
interview. Calling attention to a cam- 
paign provision that all applications 
written on binder and paid for during 
the month would count double, Mr. 
larbell expressed his conviction that 
much more business ought to be paid 


for when taken. He further urged the 


agents each night to select the five 
prospects who would be called on the 
next day. “When you’ve closed two 
cases in the day you can go home and 
honestly claim to be tired,” he said. 
As further rewards in the campaign, 
a mahogany-framed autographed pho- 
tograph of President Parkinson will be 


presented to every agent who completes 
18 cases, while for unit managers with 
100 per cent participation (a minimum 
of nine applications for each agent 
under contract) the photograph will be 
silver-framed. Alluding to the leader 
agents who would sit at President 
Parkinson’s table at the luncheon, Mr. 
Tarbell said that if every agent getting 
18 cases in the month were so privi- 
leged, it ought to stump New York’s 
best hotel managers to provide a table 
large enough. 
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O THE 


SUNNY TROPICS... 





Overlooking the harbor at Nassau in the Bahamas. 


That's Where NwNL FIELDMEN WILL BE GOING NEXT MARCH 


When the fickle March winds begin to blow in 1936, a party of NwNL 
fieldmen and their wives will steam forth from New York harbor aboard an 


ecean liner bound for the isles of 


eternal sun where warm southern skies 
will take the place of chill wintry days. 


They will be gone a week or more on 


A WEST INDIES AND CARIBBEAN CRUISE 


as guests of the Company. 


It is expected that they will visit such inviting spots 


of interest as Nassau in the Bahamas, Port au Prince in Haiti, and Kingston. 


Jamaica. 
and new experiences for all, is 


The occasion for this great trip, which will abound with new sights 


NwNL’S SECOND HALF CENTURY CONVENTION 


commemorating the close of the Company’s first fifty years and the beginning of 


its second fifty. 


The convention will be held aboard ship, and every member 
of the agency organization is eligible to qualify for attendance. 


Arrangements 


also have been made whereby fieldmen who join the Company between now and 
the first of the year likewise will be given an opportunity to qualify for the 


cruise. 





NORTHWESTERN NATIONAL 
— LIFE INSURANCE COMPANY 


OQ J. ARNOLD. passiwext 


STRONG-> Minneapolis Minn. ~ LIBERAL 
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Hardest Job in a 


Life Company 


( ntinued fron page 12) 


man harge’”’ must ever be awake 
always busy: 


thinking, 


going on: 
talking, 
and planning. 


to what < 
reading, writing, 
dreaming 
Versatility: 
He must be 
He must be the 


impartial. 
pedagogue, able to 
instruct 

He must be 
“on his feet. 


He must be the practical executive. 


able to think and talk 


He must be an advertising man, de- 


vising and passing upon advertising 


literature. 
He must have a comprehension of 


sound underwriting. 


He must be a systematizer: devising 
plans and forms for shaping and judg- 
ing the work of the field. 

analyze his 


He must be able to 


agents’ accounts and to maintain field 
expenses within prescribed limits. 

He must know the policies of his 
company and those of other companies, 
and have a general but sound knowl- 
edge of the make-up of premiums, re- 
serves and non-forfeiture values. 

He must know something of the law 
of inheritances, trusts and taxes. 
something of a statis- 


comprehend 


He must be 
ticlan and 
pertinent statistical data and to judge 
the significance of economic and social 
trends. 

It might be 
qualifications are required of the sales 


economist to 


said that corresponding 


SOUTHERN ROUND TABLE MEETING 


(Concluded from page 13) 


servance of this important event. R. G. 
Richards, agency secretary of the At- 
lantic Life, will discuss several phases 
of work still in process of development 
by the advertising departments of life 
insurance companies. 

The program for the meeting of the 
Southern Round Table on April 30 will 


Miller, of the staff of the Life Insur- 
ance Sales Research Bureau, will make 
the keynote talk at that session, show- 
ing the close relationship that exists be- 
tween the agency, 
advertising depart- 
ments. Conservation will be 
touched upon at this session, and will 
be further discussed at the ensuing 


operations of the 
and conservation 


topics 


manager in any business selling di- 


rectly to the public. However, the re- 
quirements are of higher order in life 
insurance selling because of the unique 
character of the business. 

In life insurance it is idealism, repu 
tation, character and permanency that 
is being sold: in most other lines it is 
a physical article. 

Life insurance as a commodity can- 


1 


not be seen or touched and its value, or 
be definitely appraised by 
Its value to the buyer must 


In the eyes of the buyer 


use, cannot 
the buyer. 
be visualized. 
it does not come into immediate use 
and the buyer hopes against the need 
of its coming into use. 

In any other line the buyer is not 
interested in the char- 
future of the 


product. In 


particularly 
continuance and 
organization selling the 
life insurance he is vitally interested. 

In any other line the sale completes 
the contract. In life insurance the sale 
merely begins the contract, which may 
not be fully consummated for decades. 

The payments for the life insurance 


acter, 


commodity continue over a period of 
years, at the buyer’s option; and un- 
less payments continue for several 
years the sale proves a loss to the com- 
pany. In the sale of any other prod- 


uct, even on instalment payments, the 


be of general interest to agency and 








conservation men, as well as to adver- meeting of the Research Bureau at price and conditions can be so fixed 
tising representatives. Kenneth R. Virginia Beach. (Concluded on page 32) 
Companies reporting: American Cen- American, Guardian Life of America, L. & A., Northwestern Mutual and 








tral, Bankers Life, Iowa, Connecti- Life Insurance Co. of Virginia, Lin- Phoenix Mutual Life. 
cut Mutual, Franklin Life, General coln National, Mutual Benefit, National ——— 
) 
Amount Per Cent Amount Per Cent Amount Per Cent Amount Per Cent 
Invested to Invested to Invested to Invested to 
Week Total Week Total Week Total Week Total 
Ending Invest- Ending Invest- Ending Invest- Ending Invest- 
March 16 ments March 23 ments March 30 ments April 6 ments 
Leans 
On Farm Property : ‘ $224,726 3.55 $244,258 2.82 $128,937 3.32 $232,097 4.75 
On Dwellings and Business Property 122,613 1.9 187,793 2.17 104,293 2.68 249,096 5.09 
otal cara ahaa $347,339 5.49 $432,051 1.99 $233,230 6.00 $481,193 9.84 
Railroad Securities 
/ Bonds ea SPL ne r $288,000 41.55 $52,000 .60 $209,260 5.38 $250,300 5.12 
DEE: t0cenccgesGbdssatasheasteebiakal  aaitnn eeces 
Total a a . ae oer $288,000 $.55 $52,000 .60 $209,260 5.38 $250,300 5.12 
Public Utility Securities 
Bonds ~~ piane $351,250 5.55 $632,774 7.3 $349,357 8.99 $901,383 18.43 
PE iSicvatates@icavbereyenaeSekeest ‘Seaens 
Total : $351,250 5.55 $632,774 7.30 $349,357 8.99 $901,383 18.43 
Government Securities 
J. S. Government Bonds $3,803,794 60.12 $6,857,859 79.17 $1,631,624 41.99 $2,097,878 42.89 
Canadian Bonds ere : : 658,003 10.40 56,438 65 
Bonds of Other Foreign Governments. inane - . seer ss 
State, County, Municipal 846,730 13.38 497,991 5.75 1,308,458 33.68 786,100 16.07 
| Total Ranch pkisie $5,308,527 83.90 $7,412,288 85.57 $2,940,082 75.67 $2,883,978 58.96 
} Miscellaneous Securities 
3onds ; $3,000 .05 $103,000 1.19 $102,000 $44,000 90 
Stocks 29.000 16 30,000 5 51,000 330,000 6.75 
Total .. $32,000 51 $133,000 1.54 $153,000 3.95 $374,000 7.65 
Recapitulation 
Bonds $5,950,777 94.05 $8,200,062 14.66 $3,600,699 92.68 24,079,661 83.41 
} Stocks 29.000 46 20,000 35 51,000 1.32 330,000 6.75 
Loans 347,339 5.49 432,051 4.99 233,230 6.00 181,193 9.84 
Total $6,327,116 100.00 $8,662,113 100.00 $3,885,929 100.00 $4,890,854 100.00 
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Woodmen of the World 
Double Former Record 


Nation-Wide Improvement Cor 
in Conditions Indicated for 


Substantial increases in new life Th 
insurance sold by the Northwestern estin 


OMAHA, April 15—T! econd an- 
ia President’s Month’ ive of the 
Woodmen of the Wor ld, t strongest Mutual Life Insurance ( ompany for | 


fraternal life insurance ; ciation in throughout the country during the first com} 


world, nearly doubl the record quarter of 1935 indicate further im- the ! 
tablished last year, 1t W announced provement in the bt ying attitude. The first 
it the national headquar s here. very encouraging figures submitted by 380,¢ 


In the month’s drive ich began 
Mar l and ended Mar 31, a total 


$21,912,300 in new 1 irance was 


President M. J. Cleary to the board of agai 
trustees at their quarterly meeting per 
showed a total of $65,865,424 new busi- less 





which was ness, including $2,688,950 of annuities. beins 


+} if ; 7 1 


arried on in the 44 s s in which Dividends paid to policyholders du spec! 
ssociation does business. In the ing the quarter amounted to $8,065,515 Al 


* 
= haw naptciine prig ae isten and death payments totaled $11,859,341. year 
Nearly one-t f the busi- ee The total of all payments made to viou 
s Was written ot max day,” 


policyholders and their beneficiaries dur- since 


vas March 30, when the total Take a tip from me, ing the first quarter in 1935 was $31, grea 


ee aay See you life insurance men. 599,683, exclusive ents under insu 
A Child’s 20 Payment installment and option settlements, ag- duce 
: . - gregating $2,074,430. 
Standard Life Dinner .  * . page i sihgpee~c 
. : : Life policy In Central Asa _ € ’ _ ation of nati \ Col 
auding the quaiuit t rship ol! mproved financial conditions, there was Tl 


rganized Standard Life States Life is about the a falling off in requests for surrender 








: nee eg = sura 
. . i, Prot ° ; values, this item declining 27 per cent 
ap a J igienge . is u 
i Schu Ma ster Co easiest plan to sell that from the same period last year. Policy r 
or : : i Paz or 
t » din nded by there is. Our Dads just loans also decreased $17,000,000 citie 
Er sons in the C 


bemal iar Club, Indianapolis “Those haven’t any sales resist- engined a 

— P 1 ie pm . . ° ) on 

ided stock rs and ance when they start talk- Association Membership Trophy oe 

— ° Won for the Second Time te 
Other speakers included Harry G. ing about us. Why not 


Again the Golden Gate agency of the the 


‘ rG ? ana ar ° a ra , PR 
1 write for your copy of Metropolitan Life at San Francisco, con 
tad under the management of P. G. Young, Ame 


W E. Treanor of the Indiana “Field Features” right 


won the Wells Fargo Bank & Union 


i ving d . ~ ss ne th 
; me bales now? Trust Company award f aving tne We 
t s i $ Sm nders 
W t > ’ 1 greatest percentage of its members on R 
i é i I La I fear on rs : . : . - ' 
: ( % a ie aad f membersh f the San Fran- 
, 1 Sk p ia Address agency inquiries to he roll of n é I rept 


J. DeWitt Mills, Vice-Pres.) ci 


ISce 


wife Underwriters Association, 


I ep i ee oe Mr } Sou 
Inc. This is the se i me Mr. inal 


state securities commissione : , ' ene er 
oung’s agency has been awarded the 
7 ay as ; , com 
trophy—four times winner is perma- 13 
. " 1 vo. 
Elected to Civic Post nent owner. The presentation will be the 
1» Tas bp mens + ma lo - Pres dent Wm Dp Spinney of al 
? ? g il agen nade Dy esiden . & J F. 














r es, Vetle iT 
f The Lite Insuranes Any f the association at the Apri incheon 
Virginia at Newport News, is been L | F E — Law 
named to fill the unexpired term of ceaeenceeme T 
= . : . ° 
Harry Reymer, resigned, as a membe1 St. Louis—Geo. Graham, Pres. 
council. Mr. Jones pre- Shapro With Conn Mutual A 
semued tin alte « weare a ' * ae eee) Se = = eler 
, a uncheon meeting of the Indianapolis Ben F. Shapro, wht signed as gel Cor 
1 a im \ sas may . . ' tie “a eal agent f the P fe at , 
lapter I ( nartered Lité Under- ai age . ‘ M a ur 
} ] y . st Dex r s peen ome 
writers Apr He talke I San Francise u hea 
+ t u- He 
N is Assis rus Service f Corpora Trustees E imed manag i - ins) 
: + + ”. yr Lesue ANS 
t ‘ cne I st Lo In wart \ K ey cha reside al I a > gi r 
: > , 
i vas e g $ eaKker i i resilde¢ ait ft incneor Ric - _ tior 
id Stal 





ST. LOUIS MUTUAL LIFE INSURANCE COMPANY ten 


ST. LOUIS MISSOURI } 
One of the Oldest and Strongest in the Business cre: 


Reliable representatives desired in Missouri, Kansas and Illinois 
F. H. KREISMANN, President 
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Conn Mutual Gains 
for First Quarter 


The ( Mutual reports an 
estimated gain in insurance in force 
for the first sgeagi ah $8,480,000, as 
2,428,000 for 

During the 


necticut 


with a loss of 

juarter of 1934. 
r the company paid for $26,- 
alone, as 


compare 
the first 
first quarte 
930,000 of life 
against $18,600,000 last 
per cent increase. Terminations are 
less this year than last, the amounts 
7,900,000 and $21,028,000 re- 


insurance 
year, a 41.8 


being $1 
spectively. 

Although 
year showed an increase over the pre- 
quarter 


life insurance paid for last 


vious year, this is the first 
since 1932 in which there has been a 
great enough improvement in new life 
insurance and in persistency to pro- 


duce a gain in insurance in force. 


Complimentary Radio Programs 
The National Life & Accident In- 
Company of Nashville, Tenn., 
50,000-watt radio station 
salute programs to 
in which it op- 
last week was to 


surance 
is using its 
for a series of 
territory 
erates. The “salute” 
Montgomery, Ala., a double - page 
spread in the newspaper in which 
other advertisers joined in, announcing 
the program. Last year the company 
conducted a of “salutes” for 


American colleges. 


cities in the 


series 


Western and Southern Meeting 
hundred greater Cincinnati 
representatives of the Western and 
Southern Life Insurance Company at- 
tended a two-day convention of the 
company at Cincinnati, April 12 and 
13. The convention was held under 
the chairmanship of President Charles 
F. Williams 


Several 


Lawrence Joins Federal Life 
To Head Group Department 

A. E. Lawrence, of Trav- 
Continental Assurance 
Company, has joined Federal Life In- 
surance Company of Chicago to become 


formerly 


elers and the 


head of its rapidly expanding group 
insurat department. 

Announcing Mr. Lawrence’s addi- 
tion to the Life home office 
staff, P Isaac Miller Hamilton 
explained that while Federal has writ- 
ten some group both in life and acci- 
th fields in the past, he 
feels that the time is now ripe for the 


Federal 
esident 


dent and heal 


creation of a separate group insurance 


lenart ‘ . . 
Cepartment, and an active campaign 
in the wholesale policy field. 

The Spectator, April 18, 1935 


Lincoln National Gains 

A 31 per cent gain in regular paid 
business for the first quarter of this 
year over the corresponding quarter of 
last year has been made by the Lincoln 


National Life, Fort Wayne, Ind., ac- 
cording to Arthur F. Hall, president. 
March marked the fifteenth consecu- 


has reported 
“This rise 
“is largely 


tive month the company 
increases in paid business. 
in business,” Mr. Hall said, 
accounted for by an increased demand 
for retirement and protection plans 
and salary continuation insurance. It 
reflects a strong desire on the part of 
the public for a safeguard of personal 
income.” 





Plate No. 5, “Grave of 
Nancy Hanks Lincoin,”’ from 
“ABRAHAM LINCOLN— 
BIOGRAPHY IN WOOD- 
CUTS."" Reproduced by per- 
mission of Charles Turzak 
Chicago. 


Determination 


Submerged in sorrow and depress¢ 
in gloom by all that constitutes a 
pioneer burial, beside his weeping 
sister he kneels down, to consecrate 
with tears and promises, the grave of 
“‘Angel Mother 





“Let no feeling 


depressed: 
couragement pres Ipor x 1, and 
the end ye are t Oa 


THE LINCOLN 
NATIONAL LIFE 
INSURANCE 
COMPANY 


Fort Wayne, Indiana 

















Prudential Opens New Office 


Adhering to its policy of complete 
service for the policyholders of the 
Prudential a new office has been opened 
to be known as the Albany Ordinary 
located at 608-612 
State Street, 


Agency and is 
Standard Building, 112 
Albany, N. Y. 

Marcus R. 
sistant manager of the 
Buffalo Ordinary Agency, has 
promoted to the position of manager of 
the newly-created Albany Ordinary 


Mabee, who was an as- 
Prudential’s 
been 


Agency. 
Prudential Promotions 

Ralph C. Morrow 
superintendent of 
district, was effec- 


The promotion of 
to the position of 
the Norfolk, Va., 
tive April 8. 

Ralph R. Balsmider, 
with the Prudential as an 
April 25, 1921, in the Milwaukee No. 1 
district, has been promoted to the posi- 
tion of superintendent of that office 

Duncan MacPhail assumed _ the 
supervision of the St. John, N. D., 
Canada district of the Prudential or 


who started 
agent on 


April 1, having been promoted from an 
assistant superintendent at Montreal 
No. 1. 


Moves Headquarters 
National 
manage- 


San Francisco offices of the 
Life of Vermont, under the 
ment of Donald A. Lamar, who suc- 
Frank P. Ebertz as general 
the company, March 15, have 
from the Monadnock 
Crocker-First Nationa! 


ceeded 
agent of 
been removed 
Building to the 
3ank Building. 


State Mutual Convention 


The State Mutual Life Assurance 
Company of Worcester, Mass., is de- 
veloping plans for a gala convention, 
commemorating the 90th 
of the writing of its first policy. Lead- 
ing agents of the company will meet or 
June 4 and 5 at the home office. Th 


anniversary 


ification period began on July 1, 


34, and will end on May 15 


4 ua 


Eighty Per Cent Gain 


Arthur J. Hill, California manager 
for the State Life of Indiana, reports 


California agency led all of 
State Life 


month of March, makin 


that the 
the other agencies for the 
g the sixth con- 
utive month that California has wor 
California’s 
of 


leadership 
business showed an 


1934. 


United States 
March 
80 per cent over March, 


increase 
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Good Training; anag 
Bad Selection line to ek: ties: 40 





\ 00 < yea thers 
, ’ : : fe Of course, wi 
n l ccord through a clr- 
, " i] estima presents cumstances ctive 
é approx ) per unity a grou able 
l is bee i a, % to particularize on his method of 
it 8 : Ss pre procedure and set forth rules for 
15 per « isl successful selection when really ac- 
; al e inefl agents cidents of choice have brought the 


er thousands; many isands results which he now interprets as 


e a ‘ ippa ght pre-formulated and pre-determined 
" ered all plans. On a replacement effort, 


using his own vaunted methods and 
requesting of each applicant the ex- 
perience and externals which brough 
him capable assistance initially, he 


that his prescription 


finds 


him nothing but blanks and misfits. 
Beyond all formulae for selection, 
s an intuitive appraisal necessary 
n the part of the agency manager 





This faculty is a prime requisite 








a general agent or agency m: 2) 
Chere 2 <— onruads and without it their general 
‘ valle = ong ffices selectivity will reflect quite 
ars. Is sele ‘ materially something of a high 
- coms Tas New rate of turn-over and a low per- 
A Does tral S maveriany centage of efficient agents. For some 
atfex e Rane? Une eee program which would, with som 
iv acts ind legre e ¢ ade quacy, pro’ le 1 ory 
. Pie ov . r seiect r the re S icK - 
eth $ i ‘ ils v ne 

Five Reasons for 

Better Selection 
The Intuitive ae aa er 
General Agent agency managers either direct r 
More Ma ton irs ag iward ndirectiy to improve e selec I 
agents are: (1) agency expens« 


\ W ods v? ‘ -_ ‘7 | rwrit 


I starting a new agent, ranging ap- 


rs P rea ximately from $300 to $1300 and 
¥ ab etern ‘ 1a . 

sona ree sccura st wha wasted if the agent fails, (2) in- 
2 ° e necessary success ferior record in sales campaigns 
dere ng . grou ” (percentage agents producing, 
_— und whether n indi .), (3) dragging effect upon 
. esessen ma hese agency moral inefficient, unpro- 

“+h juctive and discouraged agents, (4 


ytimisn yefore poorer standing with home office, 
le erate Ss! r ~ er 
ris dea e was planning a care and (5) increased sales resistances 
tudv of that subject. But. un- through spreading ill-repute of life- 
- 
ess he was wrong, ma iTenc} surance selling 


a 


Guts Without 
Gray Matter 


When it ds and 


standards of selection, one need not 


comes to the met! 
search far to find the greatest vari- 
ety, extending from the simple “If 
we like him, we take him” of one 
agency to the elaborate tests and 
worked out by several com- 

More than one. general 


agent said that he had spent 15, 20 


al 
scaies 


panies. 


or 25 years in 


this work and felt 
he knew less abou selec ting men 
than when he started. It took pa- 
ehind that 


facade of despairing modesty. 


tient questioning to ge 





While “guts,” “temperament,” 


“energy,” and again “guts” were 
among the key qualities cited, one 
general agent said: “I judge a can- 
lidate largely by the impression he 
h ters my 
yrably, 











S prospects 




















One vice-president of a large com- 
pany told of a western agency man- 
ager “who was a failure during his 
first yea ecause he was looking 
for men, but a success after that 
vecause | lookes ; rgy.” A 
general agent defined ‘“tempera- 
nent” as “the thing because of 
which you get something without 
knowing how u do it.’ Salesman- 

he said, requires a little 
gotism, an element of leadership. 

In the mair agenc 


anagers 





who see the value of g 3 

i sareful not to paint a 

ure of the fe insuran 

[he ring out s difficulties, and 

f the candidate shows eagerness t0 
€ ne these sta Ss, tn ex- 
ect him to succee ie has guts. 
But guts without gray mat 

so to speak, goofy. If a ma 

d in the wrong direction, the 


ne WOrkKs tne 


where he wants to be I 





tance of self-confidence 
ften tempts agency managers l0 
keep on encouraging unfitted agents 
} ld for all . 
when it would be better for all con 
erned if they left the business. 
7 ~ . 1025 
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A Piece of Advertising 
That Clicked—But How! 


Advert e has admittedly a 
most delicate organism. To main- 
tain an advantageous balance the at- 
tention of experts is indeed neces- 
sary. The slightest added weight 
yn ‘an accepted style of copy may 
reverse scales of popular ap- 
praisal. 

Experience showed that the cause 
f life insurance was served bette? 
by advertising which depicted hap- 
niness attained through either its 
nossession or beneficence, than by 
a portrayal of the discontent and the 
suffering consequent to its Jack. 
With both the actual and the psycho- 
logical factors which buttress this 
evidence we are wholeheartedly in 
accord. Nevertheless, some recent 
copy seems to prove that pride of 
possession and self-conceited enjoy- 
ment can be overdone. Particularly 
can the smugness in evidence annoy 
those who are treading the average 
life beset by the problems of earn- 
ing a living. This braggart form of 
advertising of life insurance does 
not seem from observations made by 
some nati 
inspire the intended feelings. In 
fact, the desire to embrace the same 
opportunity was overshadowed by a 


onal magazine readers to 


certain resentment. 

In each of these advertisements, 
which show a self-satisfied fellow 
with heavy jowls and a big fat head 
leering with a stupid smile from the 
depth of a comfortable seat, pro- 
voke anything but acquisitive sen- 
timents. Fat and lazy, such a drone 
eontributes nothing to civilization. 
He lives only to fish, 


to golf and to 
eat. A man in one of the pictures 
didn’t look 60, and it really did seem 
that if he didn’t need money him- 
self he might at least be making 
some effort to contribute to the hap- 
piness of the world. This is not to 
be interpreted to oppose loafing in 
principle or in fact. There is a 
sincere belief that an income after 
60 should be the goal of every man, 


and that the only sensible and se- 
cure way to attain it is through life 
insurance, but it is not believed that, 





in troublesome times, pictures of 
over-stuffed incubuses are the best 
way to excite the hard worker to 
any other sentiment than annoyance. 


Don't Tinker With 
the Mortality Tables 

Some of those who suggest alter- 
ations in the structure of life in- 
surance are more interested in 
changes than they are in ascertain- 
ing the true facts or deciding sane- 
ly on the opportuneness of the moves 
for which they agitate. A favorite 
point of attack is the mortality ex- 
perience. It is often stated that 
actuarial study just now would re- 
veal possibilities of revision in mor- 
tality tables and perhaps in the rates 
based thereon. The many other ele- 
ments which enter the situation are 
apparently lost sight of by indi- 
viduals who clamor rather than 
think. 

Interest return factors play an im- 
portant part which must be taken 
into consideration in any survey of 
mortality tables and of rates. While 
informed life insurance men realize 
fully that the American Experience 
Table sets forth a mortality some- 
what below the actual, they also 
know that the obvious “slack” is 
necessary in many ways, and that 
one of the most important of thes¢« 
lies in the investment field. 

Talk of revised mortality tables 
might have won loud acclaim during 
the boom years, but the wisdom of 
the life insurance companies was 
recognized as conditions grew worse 
and the inherent firmness of the in- 
stitution of life insurance was re- 
vealed to the world. Had mortality 
tables been changed then to con- 
form more nearly to current actual 


ir 





mortality experience, the result 
view of the present investment situ- 
ation—might easily have proved 
dangerous. The recent years have 
justified the conservative and far- 
sighted management of life insur- 
ance companies. Margins were 
maintained in the three essential 
factors of mortality interest and ex- 
pense to provide reserve funds of 
sufficient size to override the most 


adverse economic storm. 


AS | LIVE 


By FrANK ELLINGTON 


EING of a very vain nature it is 

with a great deal of reluctance 
that I turn over an entire column to 
someone else, but, after all, a good 
ales idea deserves publicity, so here 
goes from “The Emancipator”: 


OU will make more money, 
see more prospects. 

OU will make more money, if you 
see more prospects who are insur- 


able. 


f you 


* * * 


OU will make more money, if you 
7... more prospects who are insur- 
able, who have a definite need of insur- 
ance benefits, who buy larger averaged- 
sized policies, which you do not let 


] 
lapse. 


* * * 


OU will make more money, if you 
po more prospects who are insur- 
able, who have a definite need of insur- 
ance benefits, who buy larger averaged- 
sized policies, which you do not let 
lapse, keeping in touch with and paving 
the way for additionals. 


bp will make more money, if you 
see more prospects who are insur- 
able, who have a definite need of insur- 
ance benefits, who buy larger averaged- 
sized policies, which you do not let 
lapse, keeping in touch with and paving 
the way for additionals, using the LNL 


circularizing plan. 


OU will make more money, if you 
see more prospects who are insur- 


able, who have a definite need of insur- 
ance benefits, who buy larger averaged- 
ized policies, which you do not let 
apse, keeping in touch with. 


* * - 


OU will make more money, if you 
see more prospects who are insur- 


able, who have a definite need of insur 
ance benefits, who buy larger averaged- 
sized policies, which you do not let 
lapse, keeping in touch with and paving 
the way for additionals, using the LNL 
circularizing plan with a persistent fol- 

p for a prepared interview with 
a well-planned brief that demonstrates 
that you are a trained insurance ad- 
visor who knows his rate book and his 
prospect’s needs and who attends them 
with enthusiasm, earnestness, and 


presentability. 
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The William J. Pedrick State Life Honors 
Agency Adds to Staff President Sweeney 

‘ Equitable of the U.S. A Scoring a production gain of 40 per 


The n 
agency 


tain Will 


inized last month by Cap- 
n J. Pedrick announces that 


had appointed George B. Van as 
manager its General Insurance de- 
Mr. Van has been in the 


partment 
nsurance business for himself in New 


York City for the past 15 years. 

In co? tion with the appointment, 
ast weel Captain Pedrick’s firm as 
general ent in the uptown section 

r the nding department of the 


Standara 


\ccident Insurance Company, 


Benjamin G. Podlesney has been added 


the fir staff as assistant to Mr. 
Van in the bonding department. Mr. 
Podlesn has had 15 years of bond 
inderwriting experience in New York. 


The firm announced also that a new 
separate unit of space on the 25th floor 
of the Empire State Building has been 
leased for Life, Life, and 
Group Accident Insurance department. 
The Equitable Life Assurance Society 
if the United States recently appointed 


Pedrick’s 


its Group agent 
John T. 
and 


Company 


gene 


Captain firm general office. 


as a 


FINANCIAL CONDITION OF 





in 


William J. Pedrick 


the metropolitan district. 
Balfe, C.L.U., vice-president 
ral manager of the Pedrick 
. will be in charge of this 


cent in March, 1935, over March, 1934, 
the field organization of the State Life 
of Indiana honored President Robert 
Ek. Sweeney in the twelfth annual 
“Sweeney Month.” March was also the 
fourth annual observance of “President 
Sweeney Month.” 

The March program 
up-to-date streamline 
portation. It was planned and directed 
by Edward A. Krueger, manager of 
the company’s field service division. A 
feature of the month the annual 
March publication. This was named 
the “Sweeney-Time Streamline,’ and 
ran in five issues, announcing the pro- 
gram and reporting progress. 


was based on 


railroad trans- 


was 


Fidelity Mutual Manager 

Ellis J. Lehman, well known life 
insurance circles of greater New York 
has accepted appointment, effective 
April 15, as manager in Brooklyn for 
the Mutual Life Insurance 


Company. 


In 


Fidelity 


OCCIDENTAL LIFE INSURANCE COMPANY 


LOS ANGELES, CALIFORNIA 


ADMITTED ASSETS 


JANUARY 1, 1935 


LIABILITIES 
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Fire Insurance Results 


In Michigan During 1934 


Premiums Up, Losses Lower; Pearl 
of London and Northern of 
New York Show Gains 


The Michigan fire lo ratio in 1934 
of 43 per cent was the lowest in the 
state since 1905, according to statistics 


compiled by the insurance department. 
While the stock ec had a 
much better experience than for 1933, 


mpanies 


] 


when their aggregate loss ratio was 
51.6 per cent, the 1934 loss ratio of this 
group, placed at 46.48 


considerably higher 


per cent, Was 
than that of the 
mutuals whose ratio was 25.2 per cent. 
The stock companies, however, did bet- 
their mutual 
increased 


ter than competitors in 


point of premium volume. 


Stock companies increased their fire 
premiums from $12,256,602 in 1933 to 
$15,866,842. The mutuals’ gain was 


from $2,718,047 to $2,772,900. 


Pearl's Advance 
Reports of individual companies re- 
The Pear] 


of London, newly licensed as a direct 


veal some interesting facts. 


writer in the state, piled up net pre- 
$197,530, making it second 
only to the North British & Mercantile, 
with $288,878, among the foreign car- 
in Michigan. Partly by 
reason of the brevity of its year, leav- 


miums of 


riers licensed 


ing a considerable unearned premium 
at the calendar year’s end, the Pear] 
had one of the 
per cent. 


lowest loss ratios, 17 


The Hartford, with net premiums of 


$662,422, wrote the largest fire pre- 
mium volume of any company. Its loss 
ratio, fattened by the severe Morley 


Brothers fire at Saginaw, was 86.89 per 
cent. 

The Northern of New York, pushing 
its Michigan business, passed $300,000 
in premiums for the first time. Its loss 


ratio was 52.18 per cent. 

Several other leading carriers had 
the following net premium totals and 
loss ratios on fire business: Great 


American, $598,283, 50.24 per cent; 


Springfield Fire and Marine, $448,286, 


16.15 per cent; National of Hartford. 
$402,154, 50.78 per cent: Travelers 
Fire, $357,058, 37.53 per cent; Home, 
$353,578, 57.63 per cent; Insurance 


of North America, $31,543, 
Continental, $309,135, 


Company 


41.48 per cent; 





Current Yields on Fire 
and Casualty Stocks 








Current Yield 
Dividend Per 
Rate Cent 
Aetna Casualty & Surety, Hartford $2.00 3.08 
Aetna (Fire) Insurance, Hartford 1.60 3.20 
Agricultural, Watertown 3.00 4.05 
American Insurance, Newark 50 3.84 
American Surety, New York 50 1.35 
Automobile, Hartford 1.00 
tjoston, Boston 16.00 2 
Camden Fire, Camden 1.00 5.00 
City of New York, New York 1.00 4.35 
Continental, New York.. 1.35 4.35 
Fidelity-Phenix, New York 1.35 4.50 
Franklin Fire, Philadelphia 1.20 1.62 
Glens Falls, Glen Falls.. 1.60 4.5 
Great American, New York 1.00 4.55 
Hartford Fire, Hartford......... 2.00 3.08 
Hartford Steam Boiler, Hartford 2.80 3.78 
Home, New York : . : 1.20 4.14 
Insurance Co. of N. A., Philadelphia 2.00 3.57 
National Fire, Hartford.... 2.00 3.13 
National Liberty, New York .30 1.29 
Northern, New York 3.00 3.70 
Northwestern National, Milwaukee 5.00 1.27 
Providence Washington, Providence 1.10 3.14 
Rochester American, New York. 1.00 ».00 
Springfield F. & M., Springfield 1.50 3.85 
St. Paul Fire & Marine, St. Paul.. 6.00 3.57 
Westchester Fire, New York.. 1.00 3.45 





National Body Urged 
Before Louisianians 


Formation of a national organiza- 
tion comprising all stock insurance 
companies in the fire, casualty and 
surety fields was advocated at the 


Louisiana Insurance Society’s conven- 
tion at Lafayette last week by Albert 
Dodge, of Buffalo, N. Y., who was 
present as national committeeman rep- 
resenting the National Association of 
Insurance Agents. He further warned 
the local agents that in order to main- 
tain the American agency system they 
should ignore the overtures now being 
made by mutuals to place agency con- 
tracts. 

William Quaid, executive vice-presi- 
dent of the Southern Fire Insurance 
Company, of the Home of N. Y. group, 
told the local agents that during the 
coming five years there will be more 
need than ever for them to justify to 
their policyholders the company ex- 
pense and agency commission ratios 
of the premium dollar. More than 300 


attended the convention, over which 
President Alphonse Davis of New 
Iberia presided. 

19.08 per cent; American of Newark, 
$305,440, 42.28 per cent; Fire Asso- 
ciation, $239,989, 33.82 per cent, and 
Aetna Insurance Co., $220,385, 44.87 
per cent. 





e===—— 


$10,000 Fines Need 
Not Be Paid to F. I.E 


New York Exchange Rescind 
Levies on Travelers and Auto 
mobile of Hartford 


The fines of $10,000 each, which we 
levied the Insu 
ance Company and the Automobile h 
surance Company of Hartford by th 
arbitration committee of the New Yor 
Insurance Exchange, have bee 

Action to this 
the monthly meeting of th 


against Travelers 


Fire 
rescinded. effect wa: 
taken at 
Exchange last 
vote. It 


week with but one dis 


senting originally was he 


that the companies had violated th 
Exchange agreement with respect t 
payments made by fire companies ha 


Not 


sent to th 


ing life or casualty associated. 
fication of violation 
companies in April, 1934. 
the 
Exchange rule 


was 


In their defense, 
pointed out that the 
in question were contrary to their long 
established practices; that they ha 
voted against the adoption of the rule 
in May, 1933, when it was stipulate 
that the effective date should be Aug 
ust 1, 1933; that the rules were unfa 
to the two companies because carrie! 
with life insurance affiliates are speci? 
cally mentioned and they are the on! 
two companies in such status; and tha 
they could not operate under the p! 2 
visions complained of. 


compahie 





At a special meeting in Novembé | 
1934, the Exchange agreed to amer 
the section of its agreement which hac 
been in dispute and allowed the paj- 
ment of full brokerage to agents « 

| 


affiliated companies such as the Tra’ 
elers and the Hartford. Admitting 
that this amendment brought the Ex 
change into line with their practice 
the two companies still refused to pa 
the fines of $10,000 though agreein 
that the records of brokers’ busine® 
falling within the amendment cow 
be examined by the Exchange if & 
sired. Later, in January of this ye@ 
the fines were reduced to $1,000 eae 
The Automobile and the Travelers, ho 
ever, stood by their guns and ma” 
tained that either they were right 

they were not, and if they were rg™ 
no fine of any amount should be pai 

They further pointed out that thé | 
had been operating under the amene 
November 


ment continuously since 
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Fire Insurance Aids 
Salvation Army 


Plans which the insurance 
ness of York will contribute at 
least $5,000 of the $500,000 fund being 
Appeal for the 

developed on 


busi- 


New 


the Citizens 
Salvation Army 
Monday at a the 
Henry H. Reed, general manager of 
the New York office of the Insurance 
Company of North America, who is 
the insurance committee. 


raised b) 
were 


meeting at office of 


chairman of 


Both individual and group contribu- 
tions will be solicited, the former among 
leading executives and the latter 
among employees of fire and marine 


insurance firms. 

Gifts which are to be made through 
the committee should be made payable 
to the Salvation Army and sent to Mr. 
deed at 99 John St. Among those as- 
sociated with him on the committee for 
this campaign are: Bernard M. Culver, 


president of the Continental Insurance 
Company; Hawley T. Chester, of 
Chubb & Son; Frederick McBride, 
manager of the Firemans Fund In- 


demnity Company; Harold V. Smith, 
vice-president of the Home Insurance 
Company; Gresham Ennis, of Crum & 
Forster; Fred W. Kentner, manager 
of the Travelers Fire Insurance Com- 
pany; John T. Byrne, vice-president of 
Talbot Bird & Company; Joseph T. 
Groeller, local secretary of the London 
& Lancashire Insurance Company; 
William D. Winter, of the 
Atlantic Mutual Insurance Company. 


president 


George Thoms With 
Phoenix of Hartford 


The New York brokerage depart- 
ment of The Phoenix Insurance Com- 
pany of Hartford has added George 


Thoms to the staff. 

Mr. Thoms is well known through- 
out the metropolitan area because of 
his former connection with the Liver- 
pool and London and Globe of Liverpool. 

During the past several months The 
Phoenix of Hartford has been quietly 
and effectively increasing the facilities 
available to local agents and brokers 
through its office at No. 1 Liberty 
Street. The employment of Mr. Thoms 
is an evidence that the company’s ef- 
forts are striking a responsive chord. 


Raters Meet 

The executive committee of the Sub- 
urban Division of the New York Fire 
Insurance Rating Organization will 
meet at 85 John New York City, 
Friday, April 19 at 2 p. m. 


ot., 


The Spectator. 


March Fire Losses 
Continue Decline 


March fire losses in the United 
States totaled $24,942,703, according 


to figures given out this week by the 
National Board of Fire Underwriters 
and based on reports from companies. 
This total is a decline of 
0.55 per cent the 

February. Compared with March, 1934, 


$138,922 or 


from fire losses in 
the decline is substantial, being $6,369,- 
656, or 20.34 per cent. 

The losses for the first three months 


of this year and last are as follows: 

1934 
$28,002.583 $23,430,504 
31,443,484 25,081,625 


31,312,359 24,942,705 


January 
February 
March 


H.O.L.C. Approves 
Stock Association 


The constitution, by-laws rules 
of practice adopted by the 
Stock Company Association, formed to 
handle the the 
Home Owners Corporation, has 
been the corporation’s 
board of The 
membership includes 134 
with more expected to join. 

The Home Owners Loan Corporation 
announced at the same time that it has 
served the 90-day notice of cancellation 
of its contract with the Hartford Fire 
Insurance Company, the cancellation 
taking effect on July 20, which is the 
date on which the corporation’s agree- 
ment with the Stock Company Associa- 
tion becomes effective. 


and 
recently 
insurance business of 
Loan 
approved by 
directors. association 
companies, 


Edward S. Inglis 
Made a "Colonel" 


It’s “Colonel” Inglis now, since Ed- 


ward S. Inglis, vice-president of the 
Corroon & Reynolds group, has been 
made a colonel on the staff of Governor 


Ruby Laffoon of Kentucky. 


Good Ratio Cup 

The silver cup awarded by the Aetna 
(Fire) Insurance Company and the 
World Fire & Marine, Hartford, to the 
field showing the greatest improvement 
in loss ratio of any territory in the 
country has been won by W. F. Prio- 
the companies at 

1920. 


leau, state agent for 


Columbia, S. C., since 


Brokers "Play Ball" 
With Department 

Means of cooperating with the New 
York department in 
the the 
brokers qualification bill were discussed 
at the monthly meeting last week of 
the General Brokers’ Association of 
the Metropolitan District at 60 John 
Street, New York City. Paul 
president of the association, presided, 
and announced to the two 
score brokers present that they would 


State insurance 


administration of insurance 


Simon, 


more than 
soon have permanent headquarters at 
that convenient address. 

At the time of the meeting the quali 
fication bill had passed both Houses of 
the New York Legislature and was 
awaiting the Governor’s signature. It 
stipulates that candidates for a brok- 
er’s license should submit affidavits 
showing that they have either had a 
broker’s, 
have 


apprenticeship in a 
agent’s or company’s 
passed an insurance course in a school 
approved by the Board of Regents. 
The General Brokers’ Association plans 
to help in checking up on the affidavits 


vear’s 
office or 


submitted. 

No set had 
for this but in 
discussion complaint was voiced at the 
way in which the 
partment, according to the allegations, 
acted as collection agent for the com- 
panies from the brokers but did not 
reverse the process so as to benefit the 
brokers. 


been 
the general 


speeches planned 


meeting, 


state insurance de- 


U. S. Chamber of Commerce 
Meeting Interests Insurance 


Many features of 
ance men are included in the program 


interest to insur- 


of the Twenty-third Annual Meeting 
of the Chamber of Commerce of the 
United States which will be held in 


Washington, April 29 to May 2. The 
presentation of awards to the winning 
cities in the 1934 Inter-Chamber Fire 
Waste and Health Conservation 
tests will take place on the afternoon of 
April 29. 

On Tuesday afternoon, April 30, an 
insui will 
be held in conjunction with the annual 
meeting at which Mr. John C, Harding, 
chairman of the 
of the Chamber, and manager Western 
Department, Springfield Fire & Marine 
Col. 


Con- 


ance round-table conference 


Insurance Committee 


Insurance Company, will preside. 
Charles B. Robbins, manager and gen 
American Life 
tion, will address the meeting 


eral counsel, Conven 
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Inland Marine 
ls the Top 


Stock fire insurance companies writ- 
ng inland and ocean marine insur- 
ance in the United States in 1934— 
including licensed branches of foreign 
companies and including four mutual 
companies doing busin on a stock- 
plan basis—had aggregate premiums 


in the two classes of $67,112,887. This 
about the same 1933, 


though there was an improvement of 


figure as in 


was 


$3,773,236 in the total of ocean marine 


premiums during 1934. Inland marine 


gained by $3,076,805 as shown by the 


carriers listed in The Spectator Fire 
Index so that, while the improvement 
could not be said to be remarkable as 
contrasted with the data for 1933, 
there was no evident discouragement. 

The total of net ocean marine pre- 
miums written for the companies 
under review was $35,750,790 in 1934, 


as compared with $31,977,554 in 1933. 
In 1934 the net 


premiums of 


wrote 
inland 


against $28,285,- 


companies 
$31,362,097 for 
marine premiums 


292 in 1933. 


as 


Contrasted with the premiums writ- 


ten in 19354 were the ocean marine 
osses paid of $21,886,752 which was 
$5,793,681 higher than the 1935 figure 


if $16,093,071. In inland marine busi- 


ness, the companies considered had 
934 losses paid of $13,843,022 which 
wa nly $104,552 more th in the 1933 
n f $13,738,470. 
As regards inland mat then, the 


ims gained by $3,076,805 in 


vi the osses rosé $104,552. 
l I 4 iT narine, the ? ims gained 
> ; 25 it he losses rose at 
‘ 1 ) yy Soa 6S 
! ement r niand marine 
gs hailed by tl panies as 
" sign for th since it 
it ne tnat mal them are 
ng udditiona ( im de 
t ffset, in par it least, 
! f premium 1 me which 
‘ general for the past ten 
at 
Ganqway 
for a Code! 
Piveonholed many thee luring 
i ‘ el a | Insut 
il ( a tev a al unex 
ted } f « during 
re 1 z \ f navy een held. 
Legislative n su wide a scale 
é iarily must hav one! som 
wl \ right leir con 
nt \ he are rtain to 


be objectionable sections in any 
posed code of such widespread appli- 
but that need not mean the 
scrapping of the whole idea. Let the 
offending phrases be stricken out and 
let more suitable fiats be substituted. 

The adoption of the Illinois Insur- 
ance Code, as framed and after amend- 


pro- 


cation, 


ments which are obvious to many in- 
surance interests, would undoubtedly 
encourage the formation of insurance 


companies within that state and would, 
perhaps, act as a model for other 
to follow. It is the investment 
provision of the code as first submitted 
which aroused stock fire insurance re- 
sentment. J. H. Doyle, general coun- 
of the National of Fire 
Underwriters, already gone on 
record as saying that the complained-of 


states 


sel 3oard 


has 


investment provisions would work 
hardship on companies not domiciled 
in Illinois because guaranteed bonds 


bearing greater interest, and with the 
highest rating in financial circles, are 
almost outlawed from the portfolios 
of fire insurance carriers. The 
liquidity of holdings, so necessary to 
companies writing hazardous risks of 
lines wherein 
would 


such 


cyclone, fire and allied 
catastrophies might occur, 
affected disadvantageously, claimed Mr. 
Doyle at the hearings on the code. All 
appears that re- 
is desirable and will be had 
Says Ernest Palmer, 


Illinois: “The 


be 


in all, however, it 
codification 
in some form. 


nsurance director of 


Code, as a matter of fact, is fair to 
the people and the companies, their 
agents and the brokers.” 
Perhaps It Is 
Discrimination 

During the worst days of the de- 
ression, when some insurance com- 
panies were unable to face the music 


juently passed into the hands 


f various state departments for liqui- 


dation or for rehabilitation, there was 


a general legislative and civic outcry. 


It was often contended in lawmaking 





circles that the state in which a com- 
any was organized had the first claim 
n its remaining assets. Just what 
the logic behind that clamor could be, 
from a policyholder’s standpoint, never 
was sensibly explained. However, the 
eling continued and apparently it 
vas felt by legal solons that official 
vl ance f it must be taken. 
Accordingly, a bill has been intro- 
luced into the New York Assembly 
vy John Kane, Democrat of Buffalo, 
providing that the assets of a domes 
insurer undergoing liquidation by 


— 


the superintendent of insurance shall, 
after recognition of other possible 
priorities, be applied first to creditors 
residing in the state or who resided 
in New York at the time of filing their 
claims. The measure was referred to 
the insurance committee. 

What the full effect of the passage 
of such a bill cannot be 
definitely forecast, but it is safe to say 
that, among other things, it would give 
rise to a host of retaliatory legislation 
which would work ultimate 
hardship on the business of insurance. 
Were the measure to become law, the 
citizen of a state such as New Jersey, 
for who desired 
a policy in a New York company might 
be deterred from doing so by the knowl- 
edge that if anything happened to the 
he would considered 
until all New York claimants had first 
been As the situation now 
stands, the Kane proposal is a breeder 
of ill feeling between states and must 


would be 


probably 


instance, to take out 


company not be 
satisfied. 
be carefully examined from all angles 


move in the direction of 
made. 


before 
approval is 


any 


Amendment Provides 
Automatic Coverage 


Meeting a primary 
business ramification, 


need of modern 
particularly in 





large-scale operation, the New York 
Fire Insurance Exchange last week 
adopted an amendment to its rules 
which will permit automatic coverage 
going into effect to protect suddenly- 
acquired interests in buildings and 


rents in connection with open policies 


and schedules. In the past, a bank, 
an individual or a business institution 
acquiring an interest in buildings and 
rents as fiduciary, trustee or mortgagee 


did not have immediate coverage, auto- 





matically applied, for the insurable 
nterest involved 
Under the operation dern busi- 
ness methods, especially in large deals 
wherein mergers, transfers and pur- 
chases take plac ten happens that 
interest in property and rents is ac 
quired without the one securing such 
nterest being awal whether it- 
surance coverage in his favor is present 
r not. Under ti umended rule of 
the New York Fi e Ex- 
change, provis has been made for 
such eventualities and coverage will 
be automatic ur t irious policies 
nvolved in any specifi insaction can 
be properly evaluated and allocated. 
In the matter of property improve 
ments and betterments, the a ré quire- 
ment was that the coverage had to be 
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limited strictly to the assured’s insur- hale them into the open and openly 


That rule too was modi- 
ndment at the meeting of 
York Exchange and 
to be similar to that of the 
Underwriters Board and al- 

of the following phrase- 
ac- 


able inte 
fied by a! 
the New 
broadened 


was 


Interstate 
low the 
his company agrees to 
nsider the in the 
s or damage in the position 
unconditional owner of such 
improvements and _ betterments, any 
contract or lease the assured may have 
the contrary notwithstanding.” 


( logy: 
cept and assured 
event of | 


of sole and 


made to 


Business Needs 
Open Action 

Having met within the last fortnight, 
the committee from the National As- 


Insurance Agents and that 
Executives 


sociation 
the Insurance 
managed to shelve any an- 
nouncement of real plans until a future 
It was carefully explained that 


representing 


Associatior 


date. 
there was a “meeting of the minds” as 
well as a meeting of clasps in hand- 
shaking and that problems, doubtless 
of grave portent, were amicably dis- 
cussed. 

It is much to be hoped that at the 
next gathering of the two committees, 


which is forecast for some time before 
the end of this month, there will be 
both open discussion and open an- 
nouncement of the discussion’s sub- 
jects. If such troubles exist noth- 
ing can be gained by keeping them 


behind closed 


doors. That is, 


Unfortunately, 


hidden 
nothing except delay. 
ne of the very choicest tidbits 

Nor is it 
branch of 


delay is 
in the fir 


fed on Dy 


insurance larder. 
any particular 
All are guilty. 
This committee business between the 


operation 


N.A.LA. and the Insurance Executives 
Association is only a sample. That 
alone has been hanging fire practically 
since 19 even though the fault is 
not that of the agents. There is also 
the matter of the agents’ committee 
and those from the Interstate Under- 
Writers Board. There, too, there has 


been delay. A purely-company sample 


Was the question of fines assessed 
gains Travelers and the Auto- 
mobile by the New York Fire Insur- 
ance Exchange. The companies were 
fined; they protested; and then it was 
month fore their protest was an- 
hounced to be valid and the fines were 
rescind 

What needed is more direct and 
en a and less grinding of axes 
and whetting of opinions in private. 
Why not admit troublesome matters, 
4/ r, Ap 9 1935 


No successful battle 
unseen 


dispose of them? 
can be waged against foes, 


Right to Question 
Given to Agency 

Amendments of the New York Fire 
Insurance Exchange, under the terms 
of which agency membership classifi- 
cations were altered with alleged loss 
to those affected, will under re- 
view sometime in May as a result of 
the action of the New York Supreme 
Court in granting a motion of the in- 
surance agency of Murphy & Jordan 
to examine trial Harold M. 
Hess, manager of the Exchange. The 
agency, through its attorneys, Samuel 
D. Macpeak and Patrick J. McGill, 
made the motion for examination of 
Mr. Hess before trial on the ground 
that it needed certain information with 
respect to the Exchange to complete 
its case, particularly 
if any, granted by the New York Fire 


come 


before 


“as to exceptions, 


Insurance Exchange to any other in- 
surance broker and/or agent and the 


reasons therefor.” 

The Exchange amendments com- 
plained of, effective August 1, 1933, 
were alleged by the agency to deprive 
it of otherwise would have 
had by of classification which 
was altered by the rulings. In June, 
1934, a motion by the agency for judg- 
ment on the pleadings was denied and 
affirmed by the Appellate Division in 
December last. Motion to dismiss on 
behalf of the Exchange manager was 


income it 
reason 


denied on the condition that the case 
be noticed for trial during the June, 
1935, term. The case is now on the 


May calendar and Manager Hess has 


been listed to appear in Special Term 
of the New York Supreme Court on 
April 29 for examination before trial. 


Interesting the 
covered by the agency’s motion for the 


among various items 


examination is the statement that prac- 
tically all of the companies represented 
in the agency have agreed to a higher 
rate of commission than that permitted 
The 


amendments of the 


Exchange. also 
that the 


“in restraint of 


by the agency 
alleged 


; 
trad 


Exchange were 


and an interference with vested con- 
tract rights.” 

The case at issue is being closely 
watched by agents and brokers in New 
York as bearing directly on the ques- 
tion of their earnings and on the right 
of the Exchange to adopt rules which 
might affect commissions even though 
formulated in the first instance by and 


six 
ony. 


for companies 


SMOKE 


By GENE Rogscu 


UST storms raging in 12 states 

and bisecting the country in a line 
from Texas to Canada will not only 
fling undesirable loss particles into in- 
surance company files, but may have 
serious effect on mortgage holdings in 
some cases. Not a few of the carriers 
in the Middle West are vitally inter- 
ested in land conditions through prop- 
erties on which they have been com- 
pelled to foreclose or which they have 
been keeping within their grasp, hoping 
ultimate return. 


* 


for an 


EFORE the white man came to give 

the Indian all of his vices and 
none of his virtues, the bison roamed 
the prairies in countless thousands and 
the buffalo grass, with its tenacious 
roots, kept the topsoil on the land to 
retain fertility. Then the mechanical 
age stepped in and destroyed the bal- 
ance of nature, disregarding not only 
the immediate future, but often im- 
periling years to come by filling the 
need for irrigation without consider- 
ing the scraping effects resulting from 
diverted tributary freshets. The urge 
ro West, editorially voiced first in 


to g 
the Terre Haute Express and late 
popularized by Horace Greeley, drove 


millions out in a search for a distant 


Eldorado, unmindful of the old saw 
that “far pastures look green.” Now, 
hundreds are in want on barren and 


windswept acreage while in the East- 


ern States farm after farm, teeming 
with potential riches, lies deserted. 
* * #* 
ITH the devastation of Western 
lands comes privation to th 
owner who, in a multitude of instances, 


is the insurance policyholder of today 
and the potential insurance buyer of 
tomorrow. Thus the 

be do affected—tl 
units within the dust area are lowered 
in the sam«¢ 
noth 


may 


companies 


ubly 1eir real estat 


in value and their clients 


territory often can pay little or 


ing for the protection which they 


badly need, 


situation is one worthy of joir 


HE 


study by companies which may con 


involved. Separate action 


ct ivably De 
would probably be not only costly but 
The institution of insurance, 


in all its benevolent manifestations 


4 
too great and important a factor of life 


+ 


to be permitted to suffer. It must ever 


rise above ali catastrophies, natura 


or financial. 
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FIRE PREMIUMS AND LOSSES IN THE STATE OF 
VIRGINIA FOR 1934 OF STOCK FIRE COMPANIES 
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Home Ins 
Homeland 

York ‘ 
Homestead Fire 


urance, New York 
Insurance Co., New 


saltimore 


Imperial Assurance, New York 
Insurance Co. of North Amer- 
ica, Philadelphia 
Insurance Co. of the State of 

Pa., Philadelphia 
Law, Union & Rock 
Lincoln Fire, New York 
Liverpool and London 

Globe, New York 
London & Lancashire Ins.... 
London and Scottish Assurance 
London Assurance...... 
Lumbermen’s Ins., Philadelphia 


and 


Manhattan Fire & Marine 
New York ‘ 
Maryland Insurance, New York 
Massachusetts Fire & Marine 

Boston we 
Mechanics & Traders, Hartford 
Mercantile Ins., New York 
Merchants Fire, New York 
Merchants Insurance, Provi- 

dence . 
Mercury Ins., St 
Michigan Fire 

troit 
Milwaukee Mechanics M 


waukee 


Paul 
& Marine, De- 
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Fire Fire 


Name and Location Premiums I 


ea 0882s 
of Company Written Paid 
> 3 
Royal Exchange Assur New 
ae ace 49 5 16.0 
Royal Insurance, New York 188,268 62,935 
Safeguard Ins., New York 2,991 1,62 


Saint Paul Fire & Marine 
St. Paul eee 
Scottish Union & National 
Fire & Marine, New 
ee ‘ , ; 12,709 5,735 
Security Ins., New Haven 32 


Seaboard 


Sentinel Fire, Springfield 3,559 
Southern Fire, Durham 40,578 4,288 
Southern Fire, New York 9,817 30 
Southern Home, Charleston 12,844 8.77 
Springfield Fire & Marine 

Springfield oa 128,441 58,871 
Standard Fire, Hartford 25,035 5,824 
Standard Fire, Trenton 1,753 2,787 
Standard Ins., New York 9,109 1,902 
Star Ins., New York 26,855 11,871 
Sun Insurance, New York 57,559 34,782 
Sun Underwriters, New York 4,299 3,40 
Transcontinental Ins New 

York ‘ 8,226 9,798 
Tokio Marine & Fire, New 

York 58 = s-2,712 
Travelers Fire, Hartford 130,483 84,88 


Union Assurance, New Yor 8,336 


Union Fire, Acci. & Genera 

New York.. »,920 1,70 
Union Insurance Surety, New 

York 1,307 —99 
United Firemen’s, Philadelphia 5,636 1,035 


United States Fire, New Y 88 


4,292 66,020 
Westcheste Fi New 78 35,647 
Western Assurance 84 5,22 
World Fire & Marins Ha 


Tota 21,889 2,836,841 
Ra > sses 39,3 
Percentag 2 

ed Ww 1 ; 
Total Fire Premiums, $7,221,559 Total Fire 


Losses Paid, $2,836,811—Ratio, 39.3. 
w Total Fire Business Premiums, 1.5 
Losses Paid 1.4 Per Cent 


Percentage 
Per Cen. 


Ranking Ten Leaders in Fire Premiums of Stock 
Fire Companies in the State of Virginia for 1934 
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ww; | Philadelphia Observes Arteriosclerosis Not Commissioner Backing 
itis 7 & Health Week Disease Under Policy Life ate Bill 
| Accident ealth Wee ee Renn. Qualification Bi 
pr The United States Circuit Court of 
26,998 i. : 
8,308 . a Appeals at St. Louis recently reversed A semen 
Radio Broadcasts of Talks by the decision of the Federal District Passage Might Solve Long Drawn 
5,735 ’ . 7 . , ‘ ° ° 
16,295 Huebner an d Hunt Feature Court for Nebraska in awarding Marie Out Problem of Philadelphia 
1,704 f 3 j > Por $5 avains © ege 
aa Luncheon on Monday A. Combs judgment for $5,000 against Soliciting Agent 
20 the Preferred Accident Insurance Co., . 
8,77 PHILADELPHIA, April 16—Standing in’ ynder an accident insurance policy on PHILADELPHIA, April 17—An agents 
front of a microphone, with his words the life of her husband qualification bill, introduced in the 
8.87 . 4 E . S ° . ° " 
ca going out to most of the people of the Before his death on Aug. 23, 1932, Pennsylvania Legislature this week at 
2,787 State of Pennsylvania and also to por- (Combs claimed that he slipped and the instigation of Insurance Commis- 
11,87] tions of Delaware, New Jersey and fell, sustaining injuries to his hand. sioner Owen B. Hunt, will, if it is 
34,782 Maryland, Dr. S. S. Huebner, of the The company resisted payment on the passed, serve the two-fold purpose of 
3,403 Wharton School of the University of ground that a post-mortem revealed raising the standard of agents and 
Pennsylvania, asserted that a family prain hemorrhages and hardening of brokers in the state and also of solving 
9,798 head has really no right to have a the arteries and that the policy did not the long-drawn out Philadelphia prob- 
2712 family if he does not carry accident cover death by disease. The opinion of lem of the soliciting agent. 
— and health insurance. He declared the Circuit Court was that arterio- The bill, which Commissioner Hunt 
1.449 that mo: to insure agains _accident sclerosis, or hardening of the arteries, had drawn up and which he discussed 
and ill health is the height of folly in cannot be termed a disease in the sense With agents and fire and casualty com- 
— any case; and a rank gamble, con- that it defeats recovery under an acci- pany officials, specifies that before any 
—99 temptible and inexcusable, where a de- gent insurance policy, since it is a man can be licensed as an agent or 
aa ponies fasamty is at stale. physical characteristic of years and broker, he must first serve a year’s 
Dr. Huebner’s remarks were part of belongs to the category of graying apprenticeship as a solicitor and, dur- 
his address at the Philadelphia Acci- hairs. stiffening joints and wrinkling ing that year, must devote his full 
> On ; ° . ° / . . : 
02 dent and Health Association’s obser- skin time to the business in the office of a 
647 vance of National Accident and Health — — yecognized agent or broker. 
5,229 Insurance Week. The observance was come, in the daily Philadelphia papers However, before he can obtain a 
518 n the form of a luncheon Monday at of last Thursday, Saturday, Sunday, solicitor’s license, he must first take 
Pe the Insurance Society of Philadelphia yesterday and today. an examination and pay a $10 fee. 
ct and was attended by all of the lead- So great was the interest shown in After serving his apprenticeship, he 
S41 ng casualty men of Philadelphia as the luncheon, that the association, be- must take another examination for 
39.3 well as accident and health under- cause of the limited seating capacity either a broker or an agent’s license. 
14 writers. of the society’s room, was forced to Under the proposed law, present 
Not only did the observance get on hold the attendance down to invitation brokers and agents, at the expiration 
the air, but the association also re- only. At that, some 90 were present. of their present licenses, would have 
a celved valuable newspaper publicity, Insurance Commissioner Owen -B. to pay a $10 fee for renewal. It is this 
Pitt. in Which the week was stressed as hav- Hunt, who was the first speaker, told portion of the bill which is expected 
ing the two-fold objective of cutting of the heavy toll of accidents and to end for all time the Philadelphia 
down the number of traffic accidents called for a demonstration against “the agents’ argument with the companies 
and the protection of the family in- slaughter of peace.” (Concluded on page 32) 
} eye ° 
- Rank by Underwriting Profit of 15 Stock Casualty Insurance Companies for 1934 
ats Losses Adjst. Ex- 

Incurred penses Expenses 
oy Under- ol Adjustment to Incurred Incurred 
d writings Premium Premiun Losse Expenses Expenses Prem. to Prem. to Prem. 

‘ Profit Earned Earnes I rred Ir ed Incurred Earned Earned Earned 
> , ~ Fi & | Pt 
8 hia 26,107 11.0 $15,739,14 031,94 $5,127,796 14.7 11.6 32.6 
ie I \ & Liat Hartford 3861 3.2 $5,571,631 1,50 6,946,466 50.9 9.0 37.2 
nnsy Mf Association Casu- 
ielphia 1,048,985 25.3 1,141,609 29,008 911,31 2 ) 12.3 
20 vidi Sostor 947,980 3.3 28,641,911 15,408,452 684,22 r 9.5 33.8 
' ty & Security, Hartford 844,684 5.3 16,022,505 6,200,091 530,119 SB. 4 1.7 47.0 
(Acci. & Liab Hartford 830,603 3.8 21,92 S 0,961,986 8 033.953 50.0 10.¢ 36.6 
Mfrs. Casualty, Trenton 29.7 2,497,606 1,472,294 221,436 8.9 2 8.9 
lemnity, Hartford 6. 9,908,698 970.98 5.567.452 30.0 8.0 56.2 
33 ' é New York 7.0 8.897.469 140.441 1,450,803 32 7 6.1 50.0 
16 ety, New York 5.6 9,164,694 798,694 4,985,204 30.6 1] 

7 New York 6.7 576,356 105.380 55.891 415.0 4.0 

- | nity, New York 3.9 12,418,010 6,568,316 1 485.889 52.9 90 

. Guarantee, New York 10.7 1,263,806 1,737,947 1,822,328 10.8 6.9 

2 i. & Indemnity, Hartford 1.4 496,19 522,631 93,219 10,817,124 52.6 9.5 

, rists, Chicago 9.4 956,10 2,114,359 383,900 1,093,829 53.4 9.7 
$11,604,286 5.3 $220,217,027 $105,.154,.034 $20,100,314 $86,633,827 17.8 1 39.3 

ercentage otal of all companies 37.9 5.0 34.2 37.6 
— _ = ee a <r = e — — = “ 
/ ) f ; 1/ } \ ]93 5 
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Successful Sales Congress Opens 


Accident & Health Week in New York 





Enthusiastic Session Leads Sponsors to Estimate That Production 
Will Be Tripled As Result of Nation-Wide Campaign 





BY A STAFF WRITER 


Addressing a gathering the propor- 
which amazed the most op- 
supporters of the movement, 
speakers 


tions of 
timistic 
a representative group of 
sounded the keynote of National Acci- 
dent and Health Week before the Sales 
Congress sponsored by the New York 
Accident and Health Committee at 60 
John Street, New York City, on April 
15. 

Merely a sectional fragment of the 
nation-wide movement to educate the 
public in the necessity of accident and 
health insurance, this congress 
in New York was nevertheless almost 
epic in its scope 


sales 


significance and its 
of activity. Not only was the quality 
of the speakers of a high calibre but 
the enthusiasm that permeated the 
was all the more flattering 
in view of the fact that this was the 
maiden effort of the committee. 

A further event that set the gather- 
ing apart as distinctive was the note 
of executive approval accorded it. The 
Governor of the State of New York, 
Herbert H. Lehman, in a_ personal 
letter addressed to James R. Garrett, 
chairman of the Greater New York 
Accident and Health Week Committee, 
gave his unqualified approbation to the 
sales congress. The Mayor of the City 
of New York, Fiorella La Guardia, had 
consented to address the gathering but 


congress 


owing to the press of civic affairs in- 
cident to the relief crisis in the city, 
delegated A. A. Berle, Jr., chamber- 
lain of the City of New York, to trans- 
mit to the and 
official respects. 


congress his personal 


Mr. Berle 
and the 


In addressing the congress, 
stated that thrift, 
decent administration of human affairs 


prudence 


rendered accident and health insurance 
The 


endorsed by the 


sales congress was 


author- 


imperative. 


highly civic 


ities, he further commented, becaus« 


the City of New York is deeply inter 
ested in comfort- 


having its citizens 


ably fixed as far as their financial 
condition is concerned. Accident and 
health insurance is one of the solu- 


this 
protection the 


problem, lacking which 
unfortunate 


tions to 
form of 


accidents are often 
thrown upon the relief rolls of the city. 

The splendid showing of this first 
annual sales congress was due primar- 
ily to the organization and cooperation 
displayed by the groups sponsoring it, 
notably the Accident and Health Club 
of New York, with W. Franklin White, 
president, and the Bureau of Personal 
Accident and Health Underwriters, 
whose leading figures in the develop- 
ment of the sales congress were 
Edward H. O’Connor, chairman of the 
governing committee and manager of 
the accident and health department of 
the United States Casualty Co., and 
Ralph M. Brann, assistant secretary- 
treasurer of the Bureau. 

Among the features of the congress 


victims of very 


were the exhibits that lined the rear 
and sides of the auditorium on the 


19th floor of 60 John Street, represent- 
ing the activities of the 26 companies 
comprising the group that sponsored 
the congress. Among the most effec- 
tive of these displays were those erected 
by the Employers Liability Assurance 
Corp., the Aetna Life Insurance Co. 
and the United States Casualty Co. 

The day’s program proceeded as fol- 
lows: 

Opening address by James R. Gar- 
rett, chairman of the Greater New 
York Accident and Health Week Com- 
mittee, followed by short talks by W. 
Franklin White, president of the N. Y. 
Accident and Health Club, and Louis 
J. Rice, president of the Insurance 
Brokers’ Association of New York, Inc. 

Sales talk by Ralph Robbins, agent 
of the Preferred Accident Insurance 
Co. 

Brief talk by Andrew J. Mountrey, 
of the Standard Surety and Casualty 
Co 

Address by A. A. Berle, Jr., cham- 
berlain of the City of New York and 
personal delegate of Mayor Fiorella H. 
La Guardia. 

Sales demonstration by 
Usher, of the Aetna Life 
Co. 

Address by Heyer, 
president of the Commercial Casualty 


Harry A. 
Insurance 


James C. vice- 
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State of New York 
Executive Chamber 
Albany 


Herbert H. Lehman 
Governor 
April 11, 1935 


Mr. James R. Garrett, Chairman, 
The Greater New York Accident 
and Health Week Committee, 

New York, N. Y. 


My dear Mr. Garrett: 

I am informed that National 
Accident and Health Week is to 
be observed nationally during the 
week beginning April 15. The 
purpose of this movement, I un- 
derstand, is to focus public atten- 
tion upon accident and health in- 
surance as a means of alleviating 
financial distress during periods 
of disability caused by accident 
or disease. 


Just as life insurance serves a 
most important social function in 
saring for the needs of widows 
and children when death takes the 
heads of families, accident and 
health insurance frequently pro- 
vides funds with which to pay 
medical, hospital and nursing 
bills, or to furnish other income 
during incapacity. 


I hope that National Accident 
and Health Week will prove of 
great educational value. 


With best wishes, I remain, 


Very sincerely yours, 
Herbert H. Lehman. 








Insurance Co. and the Metropolitan 
Casualty Insurance Co. 

Sales talk by Col. Henry B. Fair- 
banks, agent of the Connecticut Gen- 
eral Life Insurance Co. 

Address by Charles 
W. L. Perrin and Son. 

The dominant note sounded by thes 
speakers was the necessity of accident 
and health primary 
means of safeguarding one’s income 
A graphic presentation of this argu 
ment was offered by Andrew J. Mount- 
rey who exhibited a chart showing th 
manner in which ordinary expenditures 
are pyramided upon income, developing 
forcibly the truth that 
income is removed for reasons of dis 
ability the pyramid collapses and the 
expenditures are transformed int 
debts. The after-effects of the remova 
of income, Mr. Mountrey stated, ar 


Bellinger, 


insurance as a 


if one’s basi 


misery, sorrow and, most humiliating 
of all, charity. 

The average man, Mr. Mountre) 
(Concluded on page 33) 


The Spectator, April 18, 17: 

















Cas 
Sh 


Increé 
No 
She 


was ! 
43.87 
dent 

creast 
cent, 

1933. 
showé 
premi 
satio1 
prem: 
and h 
in pr 
The 


good, 


Hail 
Ha 
the s 
was 
47.81 
of Pl 
what 
porta 
highe 
prem 
was 
108.8 
Th 
and | 
was 
of un 
was 
loss 
26.38 
per 
suret 
pare 
some 
prem 
com] 
Di 
incor 
Cans 
pren 
In 1 
a tol 
252, 
was 
per | 
TI 


The 





nt 
of 


hese 
Jent 
ar 
yme 


re} 


























EVENTS - CASUALTY + COMMENT 





Casualty Lines Make Good 
Showing in Canada irr 1934 


Increases in Underwriting Income 
Noted; Fidelity and Surety Lines 
Show Profit 


An increased underwriting income 
and a slight increase in the average 
loss ratio as compared with 1933 were 
the outstanding features of the casual- 
ty insurance business in Canada during 
1934. 

Automobile premiums were about 
the same as 1933, but the loss ratio 
was 50.76 per cent as compared with 


43.87 per cent in 19338. Personal acci- 


dent premiums showed a slight de- 
crease with a loss ratio of 53.27 per 


cent, an increase of 6.17 per cent over 
1933. “All Other” accidents business 
showed a profit, with an increased 
premium income. Workmen’s Compen- 
good with an increase in 
premiums. Non-Cancellable accident 
and health business showed an increase 
in premiums and a reduced loss ratio. 


sation was 


The earthquake record of 1934 was 
good, there being no losses. 
Hail and Transportation 

Hail premiums amounted to about 
the same as 1933, but the loss ratio 


was 95.78 per cent as compared with 
47.81 per cent for 1933. The volume 
of Plate Glass increased with a some- 
what lower loss ratio. Inland Trans- 
portation business increased with 
higher loss ratio than in 1933. Tornado 


premiums increased and the loss ratio 
7 per cent, as compared with 
108.85 per cent in 1933. 

The year 1934 as regards Fidelity 
and Surety business was favorable. It 
was from these classes that the bulk 
of underwriting profit was made. There 
was an increase in premiums, with a 
loss ratio in the fidelity business of 
26.38 per cent compared with 32.17 
1933. The loss ratio on 
surety business was 17.10 per cent com- 
pared with 49.52 per cent in 1933. In 
some the other branches when 
premiums and losses are considered, the 
companies made a fair margin of profit. 

During the year 1934, the premium 
income of the casualty business in 
$25,662,567, as against a 


was 33.5 


per cent in 


Canada was 


premium income of $24,920,651 in 1933. 
In 1934, the companies paid in claims 
a total of $12,050,149, as against $11,- 


252,915 in 1933. The loss ratio in 1934 
was 46.72 per cent, compared with 45.10 
Per cent in 1933. 

The experience under the various 


The Sh 
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classes of casualty insurance for 
was as follows: 
Losses 


Premiums 
: $1,368,154 53.27 


Accident (Personal) $2,568,541 
Accident (Employers 

Liability and Com- 

pensation } 3 
Accident (All Other) 1,575,388 
Combined Accident 








and Health.... 1,616,334 
Falling Aircraft.... 5,189 
Automobile .. ++ 11,921,983 
Aviation — 19,485 
Burglary 1,288,593 
CT ancssaweaen 148,961 
Earthquake ... 6,621 
Explosion ...... 18,736 
aS 38,794 
Fraud ...... , ‘ 14,902 
Guarantee (Fidelity) 1,177,254 
Guarantee (Surety) 696,101 
EE winccavuawnteeak 494,216 
Inland Transporta- 

SN. sshacnenses - 1,100,342 371,689 
Live Stock..... 22,113 18,303 
Machinery 195.525 40,056 
Plate Glass.. bias 508,960 264,015 
Steam Boiler..... 516,228 22,920 
POURG kc caceece 130,964 557 $2.57 





Ohio Underwriters Meeting 

The Ohio Fire Underwriters 
ciation will meet at Cedar Point 
July 9-10 for its summer session. 


Asso- 


on 








Analysis of Aetna Life's 
Personal Accident Claims 


Payments on Automobile Accidents 
Lead in Frequency and Amount; 
Home Injuries Second 


In analyzing the claims which it paid 
to personal accident policyholders last 
year, amounting to more than a mil- 
lion and a half dollars, the Aetna Life 
Insurance Company finds that 29.34 
per cent of the total number of claims 
were for injuries or death in automo- 
bile accidents, including pedestrians 
struck by automobiles as well as occu- 
pants of More than one-third 
of these automobile mishaps were due 


cars. 


to collisions. 

Home accidents followed a close sec- 
ond, accounting for 22.51 per cent of 
the claims paid. It should be 
however, that while there were almost 
as many home accidents as automobile 
accidents, those in the latter classifica- 


noted, 











RELATIVE FREQUENCY OF ACCIDENTS tion were apparently of a much more 
AMOUNTS. PAID UNDER RETNA. PER. serious nature since automobile acci- 
SONAL ACCHIDENT POLICIES IN 1934 dent claimants collected 43.17 per cent 
Nature of Accident EiNemasr Jnantag? of the total paid for all accidents as 

Automobile ........ 29.34 43.17 compared to 18.79 per cent paid to home 

ae EE veneees = — accident claimants. From the stand- 

Sports and Recreation 15.90 8.65 point of financial loss, therefore, it is 

oa MEET _ -— evident that automobile mishaps are 

oa seine oe toon — << more than twice as serious as home 

Miscellaneous ; 0.91 2.50 accidents. 

RANKING IN CASUALTY BUSINESS IN THE STATE OF 
MASSACHUSETTS FOR THE YEAR ENDING DEC. 31, 1934 
STOCK COMPANIES 
Net Premiums Losses Ratio 
Paid $ % 

Employers Liability Assur. Corp. Ltd., Boston.... 7,506,509 3,892,998 51.9 
Travelers Insurance Co., Hartford................ 3,920,901 1,924,843 49.1 
Massachusetts Bonding & Insur. Co., Boston....... 2,691,657 1,499,522 55.7 
Hartford Accident & Indemnity Co., Hartford.... 1,693,532 1,045,424 61.7 
Century Indemnity Co., Hartford ............... 1,581,438 808,636 51.1 
American Employers Insurance Co., Boston...... 1,514,725 776,271 51.2 
Aetna Life Ins. (Acci. & Liab. Dept.), Hartford... 1,486,035 727,564 49.0 
Maryland Casualty Co., Baltimore .............. 1,360,404 901,952 66.3 
New Amsterdam Cas. Co. of N. Y., Baltimore.... 1,282,741 1,018,777 79.4 
American Motorists Insurance Co., Chicago...... 1,261,568 691.726 54.8 

Se eas err te ee 24,299,510 13,287,213 54.7 
MUTUAL COMPANIES 

Liberty Mutual Insurance Co., Boston............. 7,031,108 3,304,670 47.0 
Lumbermen’s Mutual Casualty Co., Chicago ...... 3,880,500 1,960,928 50.5 
American Mutual Liability Ins. Co., Boston........ 2,181,543 1,270,601 58.2 
Factory Mutual Liabil. Ins. Co. of Amer., Providence 873,223 237,718 27.2 
Utica Mutual Insurance Co., Utica ............... 815,392 441.253 54.1 


Total 
Total (Stock and Mutual Cos.) 


astenielewens 14,781,766 7,215,170 


89,081,276 20,502,383 52.5 
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Hardest Job in a 
Life Company 


(Conclude d from ] 


page 17) 


seller, as a rule, loses nothing 


continued, 


that the 
if payments are not 

The unwary or unscrupulous life in- 
surance agent the 
to a loss of thousands of dollars 
has been paid, 


can commit com 
pany 
before even a premium 
iny other prod- 


smaller value, 


whereas in the sale of 

uct the article, of much 
until substantial 
there is 
receipt of the 


is not delivered pay- 


ment has been made and 


practical assurance of 
balance. 

It is much 
insurance, than in other lines, that the 


personnel of the field force be held in 


more important in life 


the service of the company, because of 


the cost of establishing and training 
agents and because the profit in the 
business lies in its continuance. Hence, 


the life agency manager cannot be as 
arbitrary or despotic as might be the 
sales manager in most other lines. He 
must me conciliatory and persuasive, 
while still adhering to the principles 
and objectives of the company. The 
life agency manager cannot be guided 
by the rules and practices found suc- 
cessful in other lines, nor does training 
therein qualify him for directing life 
insurance sales. 

But wherein is the agency man’s job 


harder than any other job in a life 
insurance company? 
First, we might say, that he must 


satisfy the caprices, or preconceived 
notions, of his superiors, and at the 
same time deal with the vagaries of 
human nature represented by his 
agents, prospective agents and the pub- 
lic. All his dealings, directly and re- 
motely, are with with their 


wide gamut of ambitions, emotions and 


people, 


logic. All other jobs deal more with 
matters which are fixed and measure- 
able. There are no fixed or estab- 


lished rules or formulae to govern the 
In all other positions the 
emanate 


man. 
center 


agency 
activities upon, or 


from, recognized natural laws or es- 


Qualification Bills 


(Concluded from page 29) 


on the branch offices and soliciting 
agents. 

It is said that a large number of 
these Philadelphia soliciting agents do 
not pay for more than $100 a year in 
premiums and that they would discon- 
tinue their agents’ licenses rather than 


pay the $10 a year license fee. 





tablished rules. We need not even 


except the personnel department, be- 
cause an adherence to established rules 
can be followed there, and mistakes 
therein are neither as costly nor as 
difficult of rectifying as those of the 
agency man. 

Though possession of judgment, 


skill and ingenuity on the part of the 
others in a company are expected and 
their value to the company 
and to themselves, many of them can 
hold their jobs without display of very 
high of those attributes, so 
long as they discharge their jobs ac- 
cording to recognized rules. 

There are prescribed courses of study 


enhance 


degrees 


and training for those engaged in the 
other, especially the more technical, 
phases of the life company’s 
tions, and the personnel therefor is se- 


opera- 


lected from the groups which have pur- 
sued those courses. The agency man 
must rely upon his natural talents and 
experience to develop his qualifications 
and to attract attention to himself. 
The qualifications listed and outlined 
in the foregoing seem quite formidable. 
If all of them are required to a very 
high degree, it is small wonder that 
many agency managers have lasted so 
short a time. Many have been picked 
who lacked the more essential quali- 
ties: apparent 
characteristic impressed those making 
the choice as being that which would 
The production man’s 
fitness has been judged by his success 


selected because some 


produce volume. 


or failure to produce such volume as 
the executive, or the directors, thought 
should be put on. A certain volume 
was expected regardless of the relative 
standing or reputation of the company, 
regardless of whether there was a field 
organization functioning or not, and 
regardless of the refusal of the man- 
agement to make the necessary invest- 
ment. Many an agency man has had 
thrown at him: “Such and such a com- 
why can’t 
insurance 
there 


business, 
a life 
differences 


getting 
we?” “Ours is 
but 


pany is 
also 
company”- what 
can be! 

after encouraging, or 
the agency man to 
money, the powers that be would wake 
up to the fact that surplus had been 
depleted and no earnings in sight. It 
was the agency man’s fault! 

All too rarely has it been recognized 
that sound agency building is a long- 
time pull; that future returns lie in 
the careful planning and investing of 
money in agency building. All too 
frequently the man’s achievements 
were judged by persons who could not 


Again, even 


prodding, spend 
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distinguish the peculiarities of the }js 
insurance business, but formed opip. 
ions from their familiarity with oth, 
lines of business. Increased volun, 
meant increased earnings to them. 
Maybe therein the agency man fg 
Maybe his first responsibjlit 
was to educate the chief and the pow. 
ers-that-be. But he had a job 
wanted to hold; so out he went for yo. 
ume; 


down. 


volume meant more men, am 
man, and more men meant expenditure 
of money. 

Resort was had to stunts which by 
their form refute the vaunted dignity 
and idealism of the business. How the 
rampant, can 
point to those excrescences as evidence 
that the companies are in it only for 
what they can get out of it. “So much 
new business to surprise the president 
on his return from Timbuctoo.” Bunk! 

I venture to say that much of the 
procured in intensive drives 
is unprofitable business and that most 
of it is inferior in quality to that com- 
ing in through conscientious, painstak- 
ing, ever-on-the-job efforts. There i 
high pressure, get-the 
business-or-bust. air about such contests 
that is palpably inconsistent with the 
avowed purpose of the business. Then 
the reaction after the contests! Do the 
final results really produce lasting 
stimulation? Are not the usual wir- 
ners those who produce most anyway’ 
Have they ever awakened a latent abil- 
ity not otherwise discoverable? Are 
not those who need encouragement most 
more inclined to be discouraged than 
stimulated by the results? 

The true measure of the winners 
should be the status of the business 
after the second year’s premium has 
been paid. But there would be no thrill 
or glamour in such a contest! 

Of course, an agency force needs en- 
couragement and stimulation, and some 
relaxation. But would not a steady. 
well-selected diet or tonic be better fo 
patient and doctor than a_ sporadic 
shot-in-the-arm? 

Grant that the agency man has the 
necessary qualities of leadership am 
of planning ability, he can be the per- 
manent success, given the cooperatio 
of the home office, provided his plan: 
are devised and his execution directed 
to produce business at an expenditure, 
or investment, consistent with the fu 
ture profit possibilities of that bust 


demagogues, who are 


business 


necessarily a 


ness: of true benefit to the _policy- 
holder, company and agent. A tru) 
successful agency manager  canno 


work for his company alone: he mus 
work for the institution of insurance. 


The Spectator, April 18, 1935 
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EVENTS ” CASUALTY * COMMENT 





Sales Congress Opens Accident and 
Health Week in N. Y. 


(Concluded from page 30) 


continued, does not want charity. 
Rather does he prefer the opportunity 
to exercise his right to work for his 
living. If that opportunity is removed 
through accident and consequent dis- 
ability then his source of income is also 
removed and except for fortuitous cir- 
cumstances of outside assistance he be- 
comes a dependent and forced to accept 
public charity. Accident and health in- 
surance is specifically designed to fore- 
stall that exigency and if the disabled 
is fortunate enough to possess a policy 
covering disability, he need not fear 
the ugly spectre of public charity. 


That was the keynote sounded by 
the speakers of the sales congress, de- 
veloped in various ways and ham- 


mered in upon the consciousness of the 
500 listeners. It was further pointed 
out that the agent is the insurance 
doctor, possessing the trust and con- 
fidence of his clients, and he fails them 
if he does not insist upon this essential 
form of one which will sus- 
tain them in the event of loss of their 
most valued asset—their income. The 
development of this idea was an ex- 
tension of the slogan adopted by the 
National Accident and Health Week 
Committee—“Insure Your Income.” 
Two formulas for successful selling 
of accident and health insurance were 
the congress. One, by 
falph Robbins, of the Preferred Acci- 
dent, accentuated the psychological side 
of salesmanship. The first step in this 
procedure, maintained Mr. Robbins, is 
to size up the prospect and by means 


service, 


presented to 


of facial analysis to estimate the best 
method of approach. The second step 
is the refusal to be overawed by per- 
sonalities, background, imposing office 
furniture, etc., and the third is the 
manner of approach, combining diplo- 
macy with common-sense courtesy. 


The second formula was offered by 
James C. Heyer, of the Commercial 
Casualty, who listed his progressive 


steps as follows: introduction, desire, 


contact and closing. Stimulation of de- 


sire on the 


part of the prospect was 
considered by Mr. Heyer as most im- 
portant, involving discretion and tech- 


nique. Some agents, he remarked, use 
TNT in their approach and frighten 


away their prospects, whereas the 
better method is a persuasive ap- 
proach that creates desire without 
shock. Incidentally, Mr. Heyer, con- 





tator, April 18, 1935 


tinued, the use of the word “contract” 
is infinitely more impressive than the 
term “policy.” 

The 
auspiciously was the opening gun in a 
campaign lasting throughout the en- 
tire week and embracing a territory 
national in scope. It was estimated by 
those who witnessed the enthusiastic 
gathering in New York that produc- 
tion would be tripled as a result of 
the dynamic energy generated by the 
congress there and by similar ones held 
other cities. A further 
renewed enthusiasm 


sales congress inaugurated so 


elsewhere in 
evidence of 
the decision to series of 
monthly meetings of and 
agents in the casualty business for the 
purpose of sustaining the good influ- 


was 
initiate a 
executives 


ences aroused by this congress. 


FROM THE SIDELINES 

The one-act drama touchingly staged 
by Harry A. Usher and C. J. Burns 
of Aetna Life, dealing with hard-boiled 
secretaries and hard-shelled 
in which virtue and good salesmanship 
triumphed. The employee who 
auspiciously preluded the sales congress 
by falling from his perch while hang- 
ing the banner across John Street and 
thereby providing a made-to-order 
moral lesson. ... Ralph Robbins, whose 
humor sparkled through a brisk talk, 
slipping in a joke now and again that 
cracked like a whip and laid an idea 
wide-open. ... The flickering of mag- 
nesium that punctuated A. A. Berle, 
Jr.’s, informal address and the scurry- 
ing about of the press photographers. 


prospects, 


New Jersey Comp. 
Rates to Be Revised 

The present rate structure, experi- 
ence rating values and special rules of 
manual procedure will be revised by 
the Compensation Rating and Inspec- 
tion Bureau of New Jersey to become 
effective on policies issued or renewable 
June 30 or later. Introduction of loss 
constants will be part of the program, 
and present rates, rules and classifica- 
tions may not be used on any policies 
after June 30. Chairman A. R. Law- 
rence of the bureau has cautioned that 
policies issued in violation of the re- 
newal rule may not be corrected by in- 
dorsement but must be canceled and re- 
written. 





Letters 
To 
The Editor 











Sir: 


In your issue of April 4 there is on 
page 22 an analysis of the business of 
the stock fire insurance companies in 
1934 which points with a great deal of 
pride to the record made by them. In 
the introductory paragraph we find, 
however, the following sentence: 

“The table of aggregates in the fire 
index, which includes all stock fire 
insurance companies as well as 
branches of foreign companies writ- 
ing here, gives accurate data on car- 
riers writing about 90 per cent of all 
the fire insurance business in the 

United States * * * .” 

This statement would, of course, con- 
vey the implication that the mutuals 
and all other carriers have only about 
10 per cent of the fire insurance busi- 
ness in the United States. We do not 
like to be too sensitive about these mat- 
ters but the statement in your issue 
will probably be quoted against us by 
stock insurance agents from now on 
and we question its accuracy very 
much. I would appreciate receiving 
from you, or from your statistician, 
any data which would indicate that the 
stock companies are writing about 90 
per cent of all the fire insurance busi- 
ness in the United States. We are just 
beginning to gather information on the 
operations of all of-the mutual fire in- 
surance companies during 1934 but, 
considering the percentage written by 
the mutual and reciprocal companies in 
1933 and the gains which were made 
by the mutuals in 1934, we doubt 
whether the stock companies had much 
more than 80 per cent of the fire in- 
surance business, if that much. 

I had somewhere gathered the im- 
pression that in the future your pub- 
lication intended to be impartial on 
the stock-mutual competition matter 
but apparently I have been mistaken. 

Yours very truly, 
American Mutual Alliance, 
AMBROSE B. KELLY. 


referred 


Editor’s Comment—Article 
to, as context, 


indicated by general 
dealt only with stock fire 
drew no comparisons. Intent of phrase 
regarding “90 per cent” was to allow 
error provision for such stock fire in- 
surance data as might not be available, 
as well as stock 


unlicensed 


insurance, 


recognize undefined 
insurance written 
foreign companies even though handled 
through authorized special brokers, as 
in New York. Mr. Kelly, active cham- 
pion of mutual causes, has correct “im- 
The Spectator maintains a 
attitude form 
of sound 


fire by 


pression.” 


fair toward any sound 


insurance. 
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| . . [i HOME FRIENDLY 
A Genel al Agent ||_ se _| Insurance Company of Maryland 


| (of one of the leading companies ) Fift One of the Leading Legal Reserve 
; eon of Industrial Life, Health and Accident 
Writes Us Insurance Companies in America, 

When I entered the life insurance business in 1899 I 





—— Complete line of life contracts. Offices 
= throughout Maryland, Pennsylvania, 
Delaware and the District of Columbia. 


was furnished with a HANDY GUIDE, and the HANDY ———EE 
GUIDE has been my daily and useful companion since 1935 ] CHAS. H. TAYLOR, Pres. 


| Centre St. & Park Ave., Baltimore, Md, 


that time. 


I highly prize my complete set going well back into 
the 90's 


With much interest | have read your introduction “The 
Danger of Half Truths” from the 1934 edition. I agree 
with you most heartily. It is dangerous to trust to the OPPORTUNITY! 
synopsis of the policy contract or application, for very Desirable Territory Open for General Agencies 
frequently these are made by inexperienced men who Liberal Contracts 
are not qualified to judge of the value of the various THE CAPITOL LIFE INSURANCE COMPANY 
clauses and restrictions. ae Hatinenin 

° 
{mong other reasons why I have highly valued and | - (enc ne 
used your publications is because you have shown the 
full contract—a most useful service to all life insur- 
ance men, 














In this case there is 36 years of experience behind this 


preference of the HANDY GUIDE. MISSOURI INSURANCE COMPANY 


Order a copy for your own use. Hundreds of agents 
are swinging to the dependability of the HANDY ST. LOUIS, MISSOURI 


GUIDE. 
List Price lain, $4.35 th b-indexed 

ae SP See eee See CAPITAL FULLY PAID $200,000.00 

(Ask for company club rates) 

THE SPECTATOR Admitted Assets December 31, 1933 $764,510.50 


Chestnut and 56th Sts., Philadelphia, Pa. 



























































GEORGE B. BUCK 


Established 1865 by David Parks Fackler . 
EDWARD B. FACKLER WILLIAM BREIBY ACTUARY 


MILES M. DAWSON & SON 
FACKLER and BREIBY Specializing in Employees’ 


CONSULTING Benefit aud Pension Funds 


Consulting Actuaries 
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500—Sth Ave.—at 43nd Street . 
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L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street 
Haight, Davis & Haight, Ine. CHICAGO 


; : Consulting Actuaries 
Coney Sees FRANK J. HAIGHT, President 
90 John Strest, Now York INDIANAPOLIS FRANK M. SPEAKMAN 


Telephone Beekman 3-6799 ; 
Kences Chy Consulting Actuary 
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Associates 
Fred E. Swartz, C. P. A. 
KE. P. Higgins 
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WOODWARD, RYAN, SHARP, DONALD F. CAMPBELL 
DAVIS & HEZLETT 
Consulting Actuary ALEXANDER C. GOOD 


Consulting Actuaries 


JONATHAN G. SHARP Consuitin Actuer 
EVELYN M. DAVIS 160 No. LA SALLE ST. & y 


EDWARD H. HEZLETT Telephone State 1213 
90 John Street, New York CHICAGO 


615 Central Trust Bldg. 
JEFFERSON CITY, MO. 


Central Missouri Trust Co. Bidg. 
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